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If You Want Real Profits— 
Watch Your Costs 


Many Small Items Are Easily Overlooked - 


world to make money selling 
shoes. Simply buy shoes that 
the people want, and sell them for 
more money than they cost, adding, 
of course, the proper percentage for 
net profit that the merchant 
believes . himself justly en- 
titled to for the service ren- 
dered. 
That’s the way far too 
many merchants look at it. 
“It is not how much sold, 
but how much made, that de- 
termines the success of a 
business,” is-the way that C. 
L. Mathis of Hlinois puts it. 
And what is the cost of a 
pair of shoes? The $6 that 
appears on the manufac- 
turer’s bill is only an ap-‘ 
proximate two-thirds of the 


[ is the easiest thing in the 


ultimate cost. Costs begin to 
accumulate from the minute Deliveries. _~ m4 
the shoes are ordered from Maintaining rest rooms. 


the manufacturer’s represen- 
tative until the time the pur- 
chaser’s money has been 
banked and the final office 
records closed. So the prob- 
lem resolves itself into one of 
knowing the true and actual 
cost. 

Free deliveries, laces, tele- 
phone, repairs, maintaining 
rest rooms, etc., are not free 
to. anyone. They cost the ~ 
merchant .money and he, in 


Repairs, _including button 
Allowances: to customers. 


turn, must ask that his contuiiouns 
pay for these services in some way. 

Naturally the second step is to 
translate these many costs into 


terms of percentages based on the . 
yearly net sales so that they really 





‘Cost Items Overlooked by Many 


— 
Buying expenses. < BS 






mean ecinaaie, 


a merchant tannot safely operate on 
a maintained 33 1/3 per cent mark- 
up at retail prices. The mar-down 
on the slow selling numbers alone 
will more than eat that mar- 
gin up. 

‘It-is. the many small daily 
expenses that, ‘unnoticed, run 
up a big total in the course 
of the year. Customer al- 
lowanees perhaps form the 
greatest item of this kind. A 
figure around one per cent of 
the total sales is the general 


If the total cost 
of operating a store is 30 per cent, 
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Profit Makers 


For Your Holiday Trade 


are content to let the holiday 

business go to other sheps. 
Merchants in other lines of business 
stock up with holiday goods and 
reap a nice profit. It is merely cus- 
tom, but one that is fast breaking 
down, that has prevented the aver- 
age shoe retailer from going after 


T= many retail shoe merchants 


Christmas is the time to 
show and sell your fan- 
ciest and highest priced 
shoe buckles. Be sure 
you have a good assort- 
ment of both rhinestone 
and cut steel buckles, 
along with some snappy 
buckles or enamel or 
other materials. Some 
stores make a specialty 
of backing up_ their 
buckles with ribbon for 
the holiday trade 


his share of the holiday trade. It 
can and has been done. 

There are many kinds of merchan- 
dise that find a proper setting in the 
shoe store at holiday time. Hand 
bags, gloves and handkerchiefs are 
carried as regular stock by a num- 
ber of successful shoe merchants. 
Hosiery, of course, finds its proper 
place in the shoe store—witness the 
number of department stores that 
have established auxiliary hosiery 
departments in the shoe depart- 
ments. But aside from these items, 
buckles and slippers, which are old 


stand-bys in shoe stores in holiday 
times, there is a host of other mer- 
chandise that can be handled by the 
shoe man with profit. 4 

Garters, fancy shoe trees, scarfs, 
card cases, vanity cases, cigarette 
holders and ash trays, are but a few 
of the feminine articles that could 
be stocked in the shoe store at 
Christmas time. For the men, belt 
buckles, belts, handkerchiefs, shoe 
trees, ties, slippers, cigarette and 
cigar cases, gloves, etc., form a part 
of -the long list of articles of mer- 
chandise on which an extra profit 
can be realized. There is no reason 
why almost all articles of leather 
cannot be handled in a shoe store. 

It wouldn’t do, of.course, for the 
average shoe merchant to tie up his 
money in a lot of merchandise out- 
side his regular line. We do not 
suggest that he handle all of these 
articles, but he can, within reason, 
pick out a few, and by judicious buy- 


“When in doubt give 
handkerchiefs.” A lot of 
people act on this old 
saying when doing their 
Christmas shopping. 
‘There is no reason why 
the shoe store can’t get 
some of this holiday bus- 
iness 


ing and good display and advertis- 
ing, make an extra holiday profit. 
On most of these articles the mark- 
up is higher than it is on shoes. The 
selling price, in many cases, is 
double that of the cost price. The 
hosiery counter is the most conven- 
ient place in which to handle them. 
The articles are small and take up 
but little space. 

Here are a few suggestions that 
may encourage the faint-hearted to 


One New York store 
sells close to $50,000 
worth of boudoir slip- 
pers and mules every 
Christmas. Put them in 
the windows, in inside 
display cases and on ta- 
bles near the entrance 
where they will be seen 
by every customer enter- 
ing and leaving the 
store 


get right into the struggle and show 
a profit on Christmas sales: 

Make the store a Christmas store. 
Decorate it with all the Christmas 
stuff you can afford to buy. Bright- 
en it up with extra lights. Put in 
some big candle power lamps. Make 
your windows the brighest, most 
attention-compelling things in town. 
Display all your colored stuff. Make 
backgrounds that will shriek at peo- 
ple as they pass. Show slippers! 
Show hosiery! Show garters! Show 
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mules! Show everything that means 
gifts! 

Use liberal newspaper space. Tell 
the world! Invite people to come 
and look at your displays. Mail out 
some specially prepared literature. 
Go after the business and you will 
get it. 

Make each display window a 
thing of color and brilliancy. Put 
in all your fancy, brightly-colored, 
eye-grabbing merchandise. 





Some shoe stores carry 
fancy garters in regular 
stock. Others put them 
in as a holiday feature. 
They do make acceptable 
gifts, all the more so 
now since the knee is no 
longer hi 


Try this! Get some Christmas 
boxes from a concern that makes a 
specialty of them. Be sure they are 
of good quality and well made. Show 
them wherever you can. A good 
place to show these boxes is no top 
of the shelving, if not too high. 

See that every purchase goes out 
in one of those brilliantly-colored 
boxes. 

Here is a thought that you may 
turn over in your mind. Have you 
noticed how the candy people, the 
stationery shops, the hardware 
stores, the hundred and one other 


pencil in a handsome box at an at- 
tractive price! Look at those gift 
boxes of tools shown in the hard- 
ware man’s window! . 





Novelties 


Which Are Easy Sellers 


Assortments! What does it sug- 
gest to you? Why, an assortment 
of shoes, hosiery, garters and other 
things, does it not? All right. Let’s 
get up an assortment and put it in 
a box and offer it to the people. 

A pair of boudoir slippers, or 
mules, stockings to match or har- 
monize, and a pair of beautiful gar- 
ters, all in a nice Christmas box! 
Put that box in your window and 
surround it with choice offerings of 
the same merchandise. Indicate that 
this is a sample box and that you 
will make up box assortments to 
please the customer. 

For men, make up an assortment 
of bedroom slippers, hose (three 
pairs), garters, or hose supporters. 

You will be amazed to see how 
people will take to the idea. 

Make up assortments of stock- 
ings, three pairs in a box, at a price 
that will get attention. Do not ne- 
glect the men and boys. Be sure to 





The handbag and shoe to 
match set has put hand- 
bags into many shoe 
stores that 
eres Sam. 1 
you ie asa 
day may eld entre 
them with 
tmp themselves. 





show something that will entice the 
dollar from every sex and class. 

Overcome that bugaboo of sizes 
by saying in your advertisements 
and window cards that you will 
cheerfully exchange any slippers or 
other merchandise if the size is 
wrong. 

Last year a Los Angeles shoe man 


=> 





Shoe trees, especially 
when tied with a neat 
bow of ribbon, make 
ideal moderate priced 
gifts. Some fancy trees, 
of (eas tieel 2 Sa 
placed in among - 
mules and in 
places, lead 
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Belt buckles don’t take 
up much room and the 
profit is good, particu- 
larly on the silver ones. 
If you stock them in ini- 
tials, be careful not to 
overstock. One style of 
initialed belt buckles 
should be sufficient for 
the average shoe mer- 
chant to carry as 4a 
Christmas “extra” 


2 


Men’s handkerchiefs find 
a ready place in the 
Christmas gift stock. A 
few initialed handker- 
chiefs sweeten the dis- 
play, but caution should 
be used in buying them 
as too large Seablen a 
prove unpro €. e 
new naiianabdete with 
colored border add to 
the attractive appear- 
ance as well as 


holiday buyers 


=—S 


Belts go seme ne the 
belt buckles. t of the 
belts are made 


oy sy moderna 
- with detachable buckles, 
| go that the stock of belts 
iV need’ not’ be: very ‘heavy 
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people’s minds. Use larger space 
than ordinarily. Use a lot of cuts 
and illustrations of the Christmas 
goods. Hook your windows onto 
your newspaper ads. 

If you have a good mailing list, 
use it at this time to call attention 
to your big Christmas offerings. 

You can afford to do some extraor- 
dinary things at Christmas time. 
One -merchant makes it a rule to 
have some kind of small gift for the 
children, balloons, whistles, horns, 
or other things that will carry an 
advertisement of the store printed 
on the side. These are freely given 
to all who call at the store. It is 
an investment in good will that pays 
dividends. 

If you want that Christmas dollar 
you may have it. But you will have 
to go out and get it. Sitting back 
there in the rear of the store and 
complaining will not help you any. 


x 


Men 


In the Home Town Shoe Store 
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See that you have plenty 
of silk and fancy. wool 
hosiery in stock for. the 
holiday season. A few 
exclusive and high grade 
patterns thrown care- 
lessly on tables about 
the store make a strong 
appeal to women who 
are looking for gifts for 
their men folk 


Shoe trees, of the mascu- 
line substantial sort are 
get u numbers. 
o man ever had a suf- 
ficient number of them, 
and a card yo pte 
them as gifts wi 
wonders 
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Crop and General Conditions: Map 
As of September 20, 1926 











LAS. 





This is the original Douglas Condition Map, in use. over thirty years for business purposes.. Conditions in 

both industrial and agricultural sections are generally good. South Carolina and Iowa now have plenty of * 

needed rains. Illinois and Pennsylvania show greater activity in coal mining. A dry hot spell is hindering 

crops in Kansas and in North Dakota and South Dakota. Crops throughout the South are good. The 
sales outlook looks good for the remainder of 1926. 


Unparalleled Prosperity 


By. Archer Wall Douglas 


In Cooperation with the Research Staff of LaSalle Extension University 


business in this. country re- 
sides, more and more, in man- 
agement that is able to make an in- 
telligent study of facts and factors 
which affect the trend of business 
in the immediate future. Business 
executives who have made history in 
our’ industrial and commercial life 
were all distinguished by their abil- 
ity to look ahead clearly and accu- 
rately, and to link up the happenings - 
of the day with the Wnaitneet of. 

tomorrow. 
Today, it is easier than in by- 
executive 


Te foundation: of a successful 


trend of business in general and in 
his own line of business as related 
to business conditions as a whole; 
he has the reins of his own business 
well in hand and can control the 


speed of its progress. This is now * 
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THE RECORDER CREED: Getting 
More Shoes Sold Right; not only “more” 
but “right”; sold for the right purpose, 
to the right wearer, in the right fitting, 
for the right price, at the right profit. 
This is the great ae of the retail 
shoe merchants. he chief purpose of 
“The Boot and Shoe Recorder” is to help 
solve it; for this is the basic problem 
upon which depends the progress of the 
entire allied industries relating to shoes 
be leather, their production and distri- 

tion. 








A Great Effort 


ILL next Spring leap into the lap of Winter 
ahead of time? That’s the great question 
that should be answered befere December Ist. 
For five years past each Spring has opened 
fashionably earlier and earlier,-until. February .22 


October 16, 1926 


has become in style a misplaced Easter period. 
The dresses for Washington’s birthday fit-into 
Spring, and the shoes are equally advanced. 

The anticipation of fashion by the public at 
large is responsible for this condition at retail. 
It has its beneficial effects because February, once 
the dullest month in the year, is now almost the 
best. 

A still further anticipation is to be found in 
-Southern resort garb, but that is discounted as a 
national measure of business because it is nothing 
more or less than a misplaced Summer. At South- 
ern resorts the contrast from Winter is sought. 

But actual Spring and its opening date is of 
great moment in the shoe trade. First in the 
belief that Spring will open early is St. Louis, 
her manufacturers and merchants, who have set 
apart three days, November 29, 30 and December 
1, to set before the shoe world footwear for Spring. 
It’s a worthy effort and it is certainly in the right 
direction. Many merchants welcome it as harbin- 
ger of Spring at which footwear for Spring can 
be anticipated, so that Spring, 1927, may open 
early, thus increasing in length the selling year to 
come. These merchants figure that the present 
year is so far gone that nothing can save it; that 
the public is undershod in numbers of pairs, and 
that as Spring is the natural beginning of a shoe 
buying wave that all minds in the trade should 
turn to Spring, 1927, as early as possible. The 
great effort to hurry-up Spring is creditable to 
the great shoe market of St. Louis; where optim- 
ism is perpetually present. Start the new year 
early, seems to be St. Louis’ slogan—and it may 
have a very profitable echo in shoe stores every- 
where. 


More Colorful Patent 


VERY need brings to the trade it newest 

leathers. The wines in dress materials were 
no sooner established as a fashion for Fall; but 
inventive tanners developed the ruby, wine or 
cherry patent leather. Somehow nothing else 
would serve in the fashion eye, after trials of 
wine kid, calf and suede. The need was for a 
high polished leather. 

“Look not upon. the wine when it is red” car- 
ries a prohibition, byt it’s one of the peculiarities 
of trade that what is forbidden is most wanted. 
The terms wine, sautern, champagne, etc., bring 
to the colors a popularity, perhaps deserved, but 
nevertheless helped by the public voice. The new 
wine patent shoes look for all the world as if “some- 


one were tramping out the grape,” as is done in for- — 


eign countries. The nude hose and the glossy 
wine-red shoes complete the illusion. 

We have the reds in patent, and we have had the 
iridescent and universally the black—all have a 
place in new footwear. If it.is new.it-gathers a 
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style interest all out of reason to its usefulness, 
but the stylists now maintain that the colored 
patents will be with us for a very long period. 


Feet First—Always 


UR shoemakers now supply at least 250 sizes, 

counting the lengths and widths, to fit the 
feet of the average American. Besides, they sup- 
ply “over-sizes,” large or small, and a multitude of 
different shapes of shoes, so that the number is 
greater than can be conveniently counted. The 
general purpose is to provide the right shoe, of 
proper size, shape and construction for each and 
every person, be his occupation or his pastime as 
it may. 

The public is coming to a common conviction 
that feet and footwear are important factors in 
public health. A large insurance company has late- 
ly undertaken to demonstrate this is so. The 
medical profession is now seeking the origin of 
a number of diseases in faults of feet and foot- 
wear. Everybody knows that cold, wet feet leads 
to colds, even to pneumonia. Directors of physi- 
cal education are declaring with new zeal that 
man should “Walk and Be Healthy.” The swing 
of the legs in walking starts the bellows of the 
lungs into action, and the blood to circulation, and 
the digestive organs to action, and so the body 
is kept in tune. Nerve specialists even are trac- 
ing ailments of the nervous system to the twitch 
of the nerve that is caught in the dislocation of a 
joint in the foot, and is sending its cries of pain 
up the spine to the brain. 

So the lesson is that he who would lengthen the 
years of his activity, as well as increase the activi- 
ties of each day, must look to his feet and foot- 
wear, as well as to the many other points of health 
that are matters of common knowledge. 


Can Store Do Double-duty? 


EE the double duty store serving as well as it 
should? Can a shoe store give equal atiention 
to feminine and masculine 
demand? Does the mer- 
chant give 85 per cent of 
his attention to women’s 
shoes and only 15 per cent 
to men’s shoes when he 
operates a. double duty | 
store? 
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benefited business. Here is the opinion of a shoe 
merchant who is planning to operate a double store 
where the cashier’s cage is the only visible com- 
munication between the men’s side of the store and 
the women’s side of the store. 

“We have come into a new era of shoe merchan- 
dising and we should take advantage of it. In a 
short while you will see exclusive men’s shoe stores 
and exclusive ladies’ shoe stores. The time is past 
when women and men will buy shoes in the same 
shop unless they are in different departments. 

I have seen hundreds of men start to go into a 
shoe store catering to both ladies and men and 
when they see several women customers in the 
store they do not go in that store but go down the 
street looking for a store that caters to men or at 
least one where there are not so many women. 

Women are not so much that way, but at the 
same time they will go in an exclusive ladies’ shop 
before they will enter one for both men and women. 
The sooner the shoe merchant realizes this fact 
and chooses which clientele he wants to serve the 
sooner he will make an increase in his business. So 
let’s begin right now and see if we can’t get this. 
business down to where the general public will 
know what it is all about. 

Men will know they can buy their shoes in a shop 
where there are not a lot of women and women will 
look for a shop where they can buy “the latest 
Footwear Fashions,” and that will be in an “Exclu- 
sive Ladies Shop.” The sooner one specializes in 
one thing the sooner he will get to be an expert at. 
it. What do you think? 


Fight or. “Sit-Tight” 


O longer is utility of footwear the prime rea- 

son for the purchase of children’s shoes. In: 
the utility age the parent had most to do in the 
purchase. Today the boy or girl tells the world. 
what it wants—and its wants it styleful. Look 
to your fall shoe purchases with this in mind: 

Most parents today gratify the whims of their 
children when it comes to attire. For this reason 
a little boy or girl carries: 
the decision and usually 
makes it after having seen. 
something new and novel 
worn by some_other child. 
sq ©6There are just enough of 
Pi the novelties appearing now 
to make the: 








Of course, this is a prob- 
lem for larger cities, al- | 
though many a small com- - 
munity has, found that a — 
sharp division architectur- © 
ally on the men’s’ side of 
the store 5 dade 
the. "women's * has- greatly 
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Bare Knees and 


Style Boots 


The little boys and girls who looked so 
smart in mid-winter with bare knees to the 
breeze wae eg tg watch out, aig ~ - is 
being cop grownup gir ies. 
Sree but true, the knee can stand cold 
weather better than any other part of the 
anatomy—the hardy Scotsman with his kilts 
set the first style. 


HE very unusual wet weather 

| in the West has developed a 

demand for “slickers” in all 
colors to such an extent that mer- 
chants’ stocks of oiled silk and cloth 
coats have been completely sold out. 
There were two good reasons for 
the demand: the wet weather and 
the style interest. The yellow oiled 
coat can be decorated with school or 
college emblems, or, as they did in 
St. Louis, artists employed by the 
stores painted red cardinals upon 
the slickers. Utility and popularity 
were combined to make a demand 
and a merchant profit. 

The parallel opportunity lies be- 
fore the shoe trade in the sale of 
boots for winter wear, combining 
utility and popularity. The question 
has been asked by many merchants 
as well as doctors: “Just how long 
will women continue to walk about 
in winter with flimsy silk hose and 
no protection frem_ inclement 
weather?” The answer is: “Just as 
long as something styleful doesn’t 
come along to take their place.” 
Maybe, therefore, this is the time 
when a styleful article stands ready 


Here we have the “Leg-Ette,” a 

legging made of kid-skin in col- 

ors to match the costume. It 

fastens under the shank, much in 

' the fashion of the spat, and pro-: 

vides a real serviceable covering. . 
for the leg in rough weather 


to achieve universal popularity. 

In England, in Australia, to some 
extent in France, and slowly but 
surely all over the world, femininity 
is beginning to appreciate the shel- 
ter of a leg boot that is stylefully 
credited to the Russians. For six 
years the Russian boot has been in 
the news, and, now and then, within 


The riding habit has developed 
new boots—one the styleful pat- 
ent and tan trimmed boot with 
puttee effect strap by the Fenton 
Shoe Factory, Columbus, Ohio, 
and the other a riding boot with 
its patented slide front ye the 
Menzies Shoe Company, 
du-lac, Wis. 
the view of the public, but it has 
taken an _ exceptionally styleful 


woman to wear it with ease and 
grace. The next step along was the 


very strong demand in England for 


the Wellington boot last year, and 
its sale was increased by the bad 
weather. Now comes an early win- 
ter in the United States, and the. 


real. test of the Russian-Wellington 


October 16, 1926 


The “Rodeo Boot” is the. sensa- 
tion of Paris. It always has been 
a Southwestern favorite for cat- 
tlemen. This colorful pair is 
‘the interpretation of A. A. Mead 
of Upham Brothers Company, 
Stoughton, Mass., as a “Tom- 
Boy” boot for the ‘girl who wants 
style all the while 


that no two pairs are alike. The 
most likely year for a real demand 
for the pull-on boot is here. 

In seasons past the trade at large 
wouldn’t have anything to do with 
boots, first because it thought the 
public was not prepared for boots, 
and, second, because merchants 
thought that they were being used 
in an attempt to pull chestnuts out 
of the fire for tanners. The general 
idea was that the area of leather 
in the boot made the tanner keen 
to push the style. Because the mer- 
chant sensed a possibility of some- 
body’s being “behind the style” to 
put it over, he edged away from it 
as far as possible, in fact, too far, 
for a place could have been made 
for boots last year. 

No longer i& it a handicap for the 


boot. But the American boot must 


be more styleful. Therefore, the 


* latest samples are. panelled, over- 

laid; collared and cuffed. The 

+ leathers cover-every color and: de-...: 
*_ sign, reptilian: ‘effect and’ grain, 
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leg Lage al “ 


ond a sat er nina 


mae 












RECORDER 51 





BOOT AND SHOE 





October 16, 1926 















Some protective covering for the 
legs will eventually become salable. 
The English merchant has tried 
“spatter-guards” as a leg covering 
in rainy; weather. A new wrinkle is 
a. light .rubber over-sock which is 
both windproof and waterproof. It 
may still be styleful to have skirts 
to the knees and sheer silk stock- 
ings, but a practical protective in 
the shape of stylish boots, or over- 
covering will be needed soon. 


girl or woman to wear the boots out- 
doors and take.from her large hand- 
bag the pumps or slippers of indoor 
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The “Highland Spatee,’’ made of 
shower-proof knitted wool, te protect 
the leg and ankle, and incidentally the 
filmiest of silk stockings in inclement For riding, hik- 
weather ing, camping and 

general outdoor 


h 
was taken from the cowboy boots veebh tins bin 


as worn by some of the traveling store, these 
rodeo troupes now playing Conti- sturdy boots with 
nental Europe. American films Sesiner —e 
have also given the people of Europe pore purpose 
the picture of the new boot. Both 
these influences have brought to 
Paris an interest in boots. 
Fur coats and fur-lined boots are New methods of adjustment in the 
quite correct, says. Paris fitting of this type of footwear has 
also developed an interest in boots 
wear. Styleful boots appeared in of utility, for which there is always 
Paris in early October. The design a demand in the winter season. 
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Two Days of Real Style at Joint Conference | 
: Spring Shoe Buds Promise to Bloom Early Next Year : 


T looks like an early spring in 1927. Shoe men are talking it and planning for it. Style will 

be paramount, more so than usual. There is every promise that Spring, 1927, will reach a. 
mew peak in styeful footwear. The trade needs guidance in setting its plans for the next sea- 
son, and that guidance will come out of the Joint Styles Conference to be held in New York, at the 
Hotel Astor, Thursday and Friday, November 4 and 5. These will be red letter days for the great 
shoe trade. The styles conference next month will be the biggest and best ever held. It has to 
be, for style is more important than ever before. The real big leaders of the industry will all be 
there, putting their heads together and laying plans for the best spring shoe season the trade ever 
has known. It is am event that shouldn't be missed—the rallying of a great industry to consider ' 
the topic most vital to its existence. 
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TELL- U-HOW 


A Boot and Shoe Recorder Department 
in which will be found the solution of 
merchandising problems submitted by 
merchants to O. K. Johnson, Associate 








The Inquiry: 

We want you to help us solve the 
problem of how to get the people 
to our new shoe store. We have a 
fine store new and up to date, are 
catering to the best trade, handling 
among others Arch-Preserver Shoes 
for women, Florsheim for men, and, 
of course, other good makes from 
$5 to $12, also corrective shoes for 
children. 


The Answer: 


ANY plans might be sug- 
gested for bringing the people 


into your new store. Many of 
these plans would do well in stores 
of a different grade, but would prob- 
ably not be acceptable to you in view 
of the character of the merchandise 
you sell and the high type of store 
which you have opened. Your store 
and merchandise and methods must 
all express the same high business 
character. This would appear to 
make it undesirable to give much 
consideration to many of the 
“schemes” which you sometimes see 
worked in other stores. But there 
are dignified and effective ways of 
going about the task of bringing in 
the people to trade with you. 

The first, and most important, 
force which you have at your com- 
mand is the store window. The 
thing to do is to make the most of 
the window. This means skillfully 
arranged and attractive displays of 
your best footwear, changed fre- 
quently, at least two or three times 
each week; artistic cards, placed 
with the merchandise, and bearing 
some pertinent and Suggestive com- 
ment about the shoes; occasionally 
special backgrounds perhaps, 
planned to attract attention and 
arouse interest; occasionally real 
flowers used with your footwear, 
selected and arranged by a compe- 
tent florist. In short, the windows 
must be made to tell a. genuine 


story; the story must be told-inter-. 


Editor of Merchandising Practice 


estingly; and the story must have 
variety, must move forward as a 
magazine story must do; for you 
can’t reasonably ask the people to 
read the same chapter more than 
once. Here is the medium nearest 
at hand—the store window. Make 
it the talk of the town. 

The next most available medium, 
and probably next in value, is your 
newspaper advertising. When you 
take up newspaper advertising, take 
it up on a sufficiently large scale to 
give it a fair opportunity to accom- 
plish something for you. Don’t do 
the way the owners of some new 
stores have been known to do—use 
a lot of big space for a week or two 
and then be practically silent for- 
ever after. This method of doing it 
may work all right in a large city, 
in a prominent location where every 
day a crowd of people is passing di- 
rectly in front of the windows and 
can be made to see them—it may 
work all right if the crowd is big 
enough to give the store, through 
the window appeal, a large enough 
number of customers to make busi- 
ness profitable. But it is quite cer- 
tain to be ineffective for you in a 
town of some fifteen thousand. 

There is a practical way to go 
about determining just what kind 
of a newspaper campaign your store 
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should carry in the local newspapers. 
Perhaps a natural way to proceed is 
to estimate the probable amount of 
business you are likely to get the 
first year, and set aside a percent- 
age of this sum as an advertising 
appropriation. As a beginner in the 
community, it would not be out- 
rageous to determine upon as much 
as 10 per cent of this estimated 
volume. 


F you haven’t the nerve to make 

the percentage as high as ten, 
make it as high as you feel you can. 
Then take the amount of money you 
decide to pay for advertising and put 
most of it into the newspapers. By 
“most of it,” we mean 75 to 90 per 
cent. You will next want to appor- 
tion the amount among the news- 
papers you will use, bearing in mind 
the fact that it is wise to select 
with great care the papers you use, 
in order to make sure that you are 
buying a satisfactorily large circu- 
lation among the sort of people from 
whom you are going to win your 
trade. You will also want to divide 
your newspaper appropriation into 
tweive parts, one for each month, so 
as to spread it over the year and 
give you the assurance that your 
publicity will appear in the news- 
papers the year round, without let- 


Interior display, direct by mail 
and newspaper advertising, win- 
dow display and your sales staff 
—backed up by your merchan- 


dise! How to 


harness these 


forces to the best advantage is 
told by Mr. Johnson in this 
article 
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up. Use a reasonable amount of 
space in each advertisement, enough 
to permit you to tell the store’s 
story, in word and picture. Make 
each advertisement as good an ad- 
vertisement as you can produce. 
Run them every week, if you use 
weekly publications. Run them 
three times a week, if you use daily 
papers. Don’t try to get along with 
much less than eighty lines of space, 
double column, or one hundred and 
sixty lines altogether in each adver- 
tisement. 


SE some direct advertising. This 

may mean a mailing card each 
season calling attention to the new 
merchandise in the new season’s 
displays. It may mean a letter 
addressed to the men of the com- 
munity, or the women, written with 
the idea of developing a feeling of 
friendliness toward your store. 
Under the head of direct mail, also, 
will come the use of advertising 
literature prepared by the manufac- 
turers of the footwear which you 
carry. You will no doubt want to 
make full use of the shoe booklet 


prepared by Florsheim every season. 
The Arch Preserver shoe has a 
folder this season, “A Showing of 
Seasonable Styles,” containing a let- 
ter addressed to women, and serving 
as the cover for a set of small loose 
leaves showing attractive photo- 
graphic reproductions of the styles 
of Arch Preserver shoes this fall, 
with descriptions of each. It is a 
good idea to find out exactly what 
each manufacturer from whom you 
buy can do for you in supplying ad- 
vertising material. Where manufac- 
turers prepare this sort of advertis- 
ing with knowledge and skill, you 
will find that it can be used profit- 
ably, and that such use of footwear 
advertising is an economical way of 
giving advertising to your merchan- 
dise and your store. 

It is a good idea to make the 
salespeople in your store feel a re- 
sponsibility for advertising the 
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store. They ought to think of their 
friends, and send them a letter each 
season telling them about the new 
season’s footwear, and personally in- 
viting these friends to visit the 
store. Letters of this sort may be 
sent out at almost any time during 
the season; it is not necessary that 
they be mailed only at the very open- 
ing of the season. But the sales- 
people’s friends ought to trade in 
your store. 


F your store is entirely new to 
your community, perhaps it might 

be possible for you to do one piece 
of special advertising which will be 
suggested here. Select some promi- 
nent person in the town and per- 
suade him to write a letter advertis- 
ing your footwear, practically acting 
as sponsor for your store and mer- 
chandise, and providing you with 
[CONTINUED ON PAGE 95] 
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Let’s Take the Humdrum Out of 
Our Advertising 


Most People Like Jolts; Give "Em Some 


Bem is remembered be- 
cause he gave a jolt to the eyes, 
the imaginations and the ex- 
pectations of the people. He was the 
first display advertiser. Before his 
time were the plain type advertise- 
ment and the “cigar store dummy” 
kind of advertisement which the 
shopkeepers who boarded up their 
windows at night and Sundays ran. 
Therefore in this series of advertise- 
ment-layouts the Barnum idea is 
followed. It is somewhat difficult 
in this era of display with a thou- 
sand advocates of white space to do 
anything different to arrest the eye; 


but that simply adds to the value of 
the thing once one achieves it. 

The more one knows about the 
rules of composition the easier it is 
to lay out advertisements that read- 
ers will instinctively turn to and 
read. The more one knows about 
them the less will be used the closed 
rectangle style—borders. 

The following recounting of the 
fundamental forms of composition 
which can be used daily by the adver- 
tisement layout man is more or less 
sketchy, the subject of composition 
being necessarily a long and com- 
plicated one. 

The letter “S” 
supplies an adver- 








Styles that wake 
‘em up to Values 


tisement motif. It 
is Hogarth’s “line 
of beauty.” 

To put this into 
actual practice 
start with the 
headline of an ad 
and run a sweep- 
ing curve down 


through the advertisement to be laid 
out and place all the principal items 
cn this line. The letter “S” if fol- 
lowed in an imaginary line will lead 
the eye easily and quickly through 
an advertisement. In our Fig. No. 1, 
we have given our interpretation of 
an effective advertisement and shown 
the imaginary line followed. 


HEN there is the rectangle, 

which is called the emblem of op- 
position. Follow the capital letter 
“L” with shoes as the upright stroke 
and the signature as the bottom 
stroke. In this there is usually 
something placed in what would be 
the right-hand middle of the rect- 
angle were it closed to complete the 
balance and here is where to put the 
descriptions of the shoes or the 
headline in case the descriptions are 
placed under the shoes. This is sim- 
plicity itself, and yet the advertise- 
ment based on these lines will prove 
easy to read and actually attractive 
to the eye. No border is needed, 





‘Your Idea. of’a Pump 
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Fig. No. 1, shown above, is based on what 
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is known as the letter “S” composition. The 
top of the “S” starts with the man’s head, 
follows down through the lines of his body, 
thence through the text and ends up with 
the shoe. The letter “S” stands on a plat- 
form made of the letters of your firm’s name. 
On the right, Fig. No. 2, is the radii com- 
position, taken from the spokes of a wheel 
with the rim removed. 























‘Your Name Here 


Street one) Tourn 
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or if one seems advisable it may be 
subordinated to the general scheme. 
A good general rule to follow would 
be to make borders light and mer- 
chandise strong. Rely upon the 
ingenuity to show the starting and 
stopping place‘ of an advertisement 
rather than a border which has come 
to be known as a snare to keep a 
person inside once they have gotten 
there. There are two sides to a 
border, the inside and the outside. 
Don’t forget that. It can keep out 
as well as keep in. 


HE form resembling the spokes 

of a wheel is another thing to fol- 
low. It is called the radii and points 
in all its ramifications to a common 
center. Draw the wheel spokes on a 
blank piece of paper and set the 
advertisement to this form. One will 
see this demonstrated in Fig. No. 2 
shown on page 54. 

The Cross is followed with a head- 
line down about where the eye-center 
of the advertisement is and the shoes 
shown at the center. Above the 
headline may come the illustration 
which serves to create an atmosphere 
for the entire ad. 

The Cirele, called the emblem of 
continuity, is a form which if fol- 
lowed will do away with the use of 
borders. Straight lines will lead one 
out of an advertisement while an 
arrangement of subjects that will 
produce circular observation will 
keep one within an ad’s confines. 
The shoes being the real center of 





interest in an advertisement must be 
part of the circular motion. In any 
of these cases it must be clearly 
understood that these forms are not 
to be followed in a way that will 
become apparent to the reader of an 
ad. .- There are many ways of fol- 
lowing the circle fundamental with- 
out letting the idea of a circle enter 
the advertisement at all. In Fig. No. 


‘8 the circular observation is demon- 


strated. -Wherever the eye first hits 
the ad it travels in an easy, logical 
path from one step in selling to the 
other. It shows the shortest route 
between interest and desire as 
created in advertising. It shows 
how it is possible to retain interest, 
and to keep the eye from “falling 
ovt” of an ad. 


INALLY there is the triangle 

form of composition. This should 
be used with some discretion in ad- 
vertising for it tends to throw the 
eye in one direction only. This form 
is usually represented in the short 
headline and the merchandise 
grouped at the lower part of the 
ad with the name and address form- 
ing the lower horizontal. In our Fig. 
No. 4 the triangle in composition 
is shown, 

With any one of 
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color in illustration or type will lead 
the eye at will to the point desired. 
The very irregularity will make one’s 
advertisement stand out among 
others. 


HE conventional placing of shoes 

can be disregarded, which will 
prove refreshing. The planning will 
begin at the logical place and lead to 
an advertisement that in its finished 
aspect will be balanced and interest- 
ing. Blacks and whites will be 
placed in such a way as to direct 
attention to the ad. The studied 
regularity of outline will be forgot- 
ten. There is no better way of 
making ads different. Just picture 
in the mind of the circle, the letter 
“S,.” the cross, the rectangle, the 
wheel, and see if the results in ad- 
vertisement layout are not surpris- 
ing. Unless the eye can follow a 
fairly well-defined path through an 
advertisement from beginning to 
end, taking in each item in its re- 
spective order, that ad is net effec- 
tive. 

The illustrations shown on these 
pages will prove helpful in showing 
the degree in which the fundamental 
forms may be followed. 





these forms as the 
foundation there 
can be had any 
sort of an irregu- 
lar advertisement 
outline. The plac- 
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Unparalleled Prosperity 


[CONTINUED FROM PAGE 47] 


fifteenth week of car loadings over 
the million mark. 

Intelligent cooperation of many 
kinds are foundation stones of pros- 
perity—cooperation between related 
parts of the general business organi- 
zation, as between the railroads and 
the shippers, and cooperation of 
competitors in one line of business. 

Steel and iron manufacturing is 
an example of a widely extended 
business, composed of separate and 
independent units, which act to- 
gether in harmonions cooperation. 

This combination of skilled work- 
ers and up-to-date machinery is an 
important factor in our suc- 
cessfully competing with 
cheaper labor in the Old 
World, evidenced by the fact 
that exports of iron and 
‘steel products in July were 
the largest for any month of 
this year; while for the first 
seven months of 1926 these 
exports were 24.5 per cent 
larger than for the same 
period in 1925. These prod- 
ucts were shipped to the 
principal countries of the 
world, Canada being our 
best customer, with Japan 
second. 


Steady Production of_ Iron 
and Steel 


UTPUT of pig iron in 

August was 1 per cent 
smaller than in July, this 
being the usual insignificant 
change at this season. Pro- 
duction of steel ingots was 
71% per cent larger than in 
July, or about the usual in- 
crease. Unfilled orders of 
the United States Steel Cor- 
poration decreased about 
1% per cent compared with 
July, due to very heavy 
shipments as well as_ to 
smaller bookings during Au- 
gust. 





"s easy. 
That's all. And you'll be surprised at your own ability as 
an advertising writer. falo 


8th, 9th and 10th Prizes for Boys 
sr a ome 


toward greater uniformity of pur- 
pose and of methods. More than one 
association is giving the subject an 
intelligent study as to how greater 
cooperation can be had among its 
members. 

The increased activity in cotton 
mills is indicated by a 10 per cent 
increase in the consumption of cot- 
ton in August over the same month 
of 1925. The greater portion of this 
increase is accounted for by the 
Southern mills. 

The principal woolen mills are 
fully booked with orders, as the re- 
sult of drastic cuts in the prices of 
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wool fabrics. These concessions 
bring to an end the long-drawn-out 
resistance to the former higher 
prices by both dealers and consum- 
ers. It seems to have been an in- 
stance where the leaders of a great 
industry finally concluded that it 
was wiser to go with the wind than 
to beat against it any longer. 


Automobile Industry Is Rugged 


HE automobile industry shows 

the rugged qualities of a pio- 
neer. It has had to trust largely to 
its knowledge of the fundamental 
principles of general business, its 
faith in the service and pleasure 
rendered by its product, and its fa- 
miliarity with the many curious 
kinks in human nature. Because of 
the many entirely new avenues of 
recreation, adventure, pleas- 
ure, education, and rapid 





Here’s a Good Holiday Stunt 


ee near RR CN ha ae 


The K. W. WATTERS CO. Announces 


A Christmas Advertising Contest 
20 Big Prizes for Girls and Boys 
Twenty Big Prizes. Come in and See Them. You Can Easily Win One. Show 


this Announcement to Your Parents and Teachers. They'll help you Win a 
Westinghouse Radio Outfit, Wrist Watch, Doll, Daisy Purip Gun and other Gifts. 


Can You Write an “Ad”? 








Ju. a little time, alittle thought and study. | You don't have 
i test. TT 


own. 
Extra—A Giant Pencil Box or Paint 
Book Free with every pair of shoes sold. 


of shoes to enter the con- 


transportation which it 
opened to all classes, it has 
achieved the greatest pro- 
portional success of any in- 
dustry in all history. 

So rapid has been the 
progress of the automobile 
industry that its efforts are 
necessarily divided between 
fortifying and making sure 
of the territory it has al- 
ready won, and of continu- 
ing its steady advance. Pro- 
duction is still on a large 
scale, with the offering of 
new models that are finding 
plenty. of buyers. There are 





Ist Prize for Girls 
14-Karat White Gold 
Wrist Watch 








many reductions and adjust- 
ments in prices, mainly 
downward. Advertising is 
of a scale and character that 
is admirable, and many well- 
trained salesmen are finding 





and developing a demand for 
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Prices of pig iron re- 
mained unchanged, and this 
customary price stability is 
expected to result in holding 
steady both the buying and 
production of crude mate- 
rials during the coming 
months, largely doing away 
with seasonal fluctuations. 
The cotton textile busi- 
ness now seems to be headed 


last year. 


Cut This “Ad” Out for Future Reference on Rules of Competition 


This Giant 


“Ken” Watters of Buffalo tried this stunt 
It aroused a great deal of interest 
and was in every way a marked success. 


automobiles that is without 
._precedent. Orders from 
abroad still pour in. Ex- 
ports of automobiles and ac- 
cessories were 10 per cent 
larger in July than in July 
of last year. 

The principal difficulty is 
in finding ready sale for the 
large stocks of used cars. 
This makes uncertain the 
continued production of new 
cars at the present rate. 
But all interests in this in- 
dustry are going ahead 
strongly with the swift cur- 
rent of retail sales. One 
tire manufacturer now has 
under way the construction 
of a large cotton mill to 
manufacture cotton fabrics 
solely for his own consump- 
tion. : 
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All Up for the 


“Shoe Sessions” 


The greatest shoe year ever will 
open up early in 1927. This is 
my belief, for fashions have 
stepped back into the lap of win- 
ter more and more each season. 
February is to Spring in the 
Southwest as Easter used to be 
to the whole country. We have 
planned a great feature for each 
day’s session of the Southwestern 
Come along. 


convention. 


—Arthur E. Ebbs, 


President Southwestern Shoe Retailers’ 
Association. 


“Open 1927 Early With Spring Shoes” 


The Southwestern Shoe Retailers Association Keynotes Convention 
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Arthur Ebbs 





for November 29, 30 and December 1 


, EAVE it to a shoe man to 
pick a winner. Arthur 
Ebbs, President of the 
Southwestern Shoe Retailers’ 
Association was so sure that 
the Cardinals of St. Louis 
would win the baseball cham- 
pionship of the world that he 
staged a director’s meeting of 
the Southwestern association a 
month in advance of the base- 
ball games and happened to hit precisely the day that 
St. Louis opened up and won its home-coming game. 
Practically the entire directorate oppeared for the 





meeting; Oscar Poe of Little Rock, Ark., Abe Kempner | 
of Hot Springs, Ark., Otto Schultz of Jefferson City, 
Mo., Joseph Mullen of Moberly, Mo., Rube Steifel of 


Memphis, Tenn., Charles Williams of St. Louis, H. W. 
Bergman, Morris Ellis of Nashville, Tenn., Nathan 
Simon of Meridian, Miss., and Geo. Gayou of St. Louis, 
secretary of the Southwestern Shoe Retailers’ Associa- 
tion. 

This planning board, whose function is that of plan- 
ning the annual meeting of the Southwestern Shoe Re- 
tailers’ Association, met at the Hotel Statler, October 
5, and went right to work, partly because it was the 
spirit of the day to get something accomplished, then 
go out and “root” for St. Louis. 

President Ebbs in opening the meeting explained how 
the executive offices had been working for months in an 
effort to get special railroad rates to St. Louis for the 
convention of November 29, 30, and December 1. With — 
great effort, and after considerable pressure had been 
brought to bear on the transportation lines in all sec- 
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tions of the country the committee 
weré able to announce a reduced 
rate to St. Louis from every section 
of the United States for these con- 
vention days. 


HIS is the first time that a shoe 
convention has enjoyed a com- 
plete coverage of the United 
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thority speaking on “How to’ Make 
a Profit in Hosiery.” The second di- 
vision of the merchant’s convention 
for that day is to be given over to a 
national discussion of men’s shoes, 
with one of the most prominent op- 
erators in New York balancing his 
ideas with a shoe merchant from 





That announcement made 
by Mr. Ebbs was accepted 
by the directors as guaran- 
tee of a great attendance 
at the Southwestern con- 
vention. 

The directors then de- 
bated on the time of the 
meeting and the program 
that would be most benefi- 
cial to the merchant mem- 
bers of the Southwestern | 


States, no section excluded. | 


Association. The decision 
‘was made to hold the meet- 
ing as part of a luncheon 
program starting at twelve 
o’clock noon each day of 
the convention and extend- 
ing into the afternoon for 
as long a period of time as 
keen interest in the debates 
and forum was maintained. 

A selection of national 





When the 
Cardinals Won 
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thousand, more or less, St. Louis 
fans, started to swirl through the 
streets on the way to the ball park. 


HROUGH the courtesy of St. 

Louis shoe manufacturers, every- 
body went to the ball park. It 
was a great day—a victory for the 
local team and an evening 
given over to the carnival 
spirit. Fully half a million 
people poured into the 
streets of St. Louis to view 
the veiled prophet parade, 
the social side of St. Louis 
for a generation of years. 
They have a timely faculty 
of combining their super- 
thrills in St. Louis, and it 
brought people from all 
parts of the country. 

A meeting held at the 
Missouri Athletic Club at 
11:00 P. M., was attended 
by the directors and offi- 
cers, together with Harry 
Johansen, president of the 
St. Louis Shoe Manufac- 
turers’ Association, John 
Wilson, and Harry Vinson- 
haler. Roger Lord couldn’t 
attend, but sent his compli- 
ments. It was a great 
night for congratulatory 





speakers was then made to 
cover the several classifi- 
cations—the first day to be 
devoted to style, color in 
footwear, and the selection 
of styles for Spring at that 
early date so as to arouse 
nationally a greater inter- 
est in the early opening of 
shoe business through the 
stimulant of style. 

The second day’s pro- 
gram was unanimously de- 
termined upon to be based 
on selling plans for the 
Spring. A national speaker 
is to be given the im- 
portant part of the day’s 
session in a speech cover- 
ing the practical and pro- 
fessional side of merchan- 
dising shoes to the Ameri- 
can public. This speaker 
is to be aided by an ad- 





the World’s Championship 


Every facility that might be used to evidence its 
rampant intoxicated raptures was called upon and 
when human voices failed from sheer exhaustion, 
there were always unending reinforcements of bells, 
sirens, whistles and other nois rs to maintain 


‘the bedlam at high pitch. Automobiles charged up 


and down the streets, cutouts open, whistles screech- 
ing, engine exhausts exploding like machine-guns. 

Traffic laws were forgotten and police were help- 
less before the mad surge of humanity that made a 
mill-race out of the streets, 

Flappers and gray-haired men, demure grand- 
mothers. and women with babes in arms, college 
sheiks and men with the marks of humble toil upon 
their clothes, all rubbed shoulders, yelled in each 
others ears, whacked each other over the shoulders 
and otherwise disported themselves as the delirium 
of the moment dictated. 

Everywhere there was shouted the name of the 
“Old Master,” Grover Cleveland Alexander; every- 
where the name of Hornsby, and Thevenow, Bob 
O’Farrell and. all the rest of the boys. All of them 
were heroes. 

It was the day of mei: | when St. Louis won 
the world’s Prem i. ape championship. 





» 








speeches on the World’s 


Series, and equally a 
splendid forerunner of the 
“Shoe Serious” which 


opens early in St. Louis, 
November 29, 30 and De- 
cember 1. Speeches were 
made by all attending, but 
the banner address of the 
evening was by Harry 
Johansen speaking in be- 
half of the St. Louis 
Shoe Manufacturers’ Asso- 
ciation, to the effect that an 
exceptional style pageant 
in the history of the trade 
was promised by St. Louis 
for November 29, 30 and 
December 1. Already the 
work of _ selecting the 
models is under. Way. 


LOCAL newspaper was 
shortly to hold,a Cin- 





visory board consisting of 

the directors of the association, each 
director holding himself open to in- 
dividual questions and methods of 
business practice as presented by 
the smaller merchants. 


HE basic idea of this advisory 

counsel work was that mer- 
chants in similar sized towns had 
similar problems and that conference, 
one with another, would be helpful. 
The third day’s session will 
opened by a nationally known au- 





the southern part of the country. 

The idea back of the holding of 
short and aggressive convention 
meetings beginning at noon-day was 
that one or two prominent high- 
lights played up are better than a 
long list of speeches on the small 
subjects of the trade. 

The annual election of the South- 
western Association will be held at 
eleven o’clock, December 1. The 
directors figured that they had done 
enough directing when a hundred- 


derella contest, the winner of which 
will be the queen at the style show. 
The style show will be in session 
afternoon and evening for the three 
days, with a special banner event 
for merchants on some one evening 
after the show, when good fellow- 
ship will prevail. 

Mr. Johansen emphasized the im- 
portance of looking upon 1927 as a 
year of great promise to the shoe 
industry, and one that should be an- 
ticipated in fact as well as fashion. 
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“Alibi Ike’—A Tactful Type of 
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The Retail Shoe Salesman 


Let’s Get More Shoes Sold Right Through Learning How to Do It! 
Advancement Through “Know-How” 


Edited by Helen M. Haney 





Salesman 








He Sells More Pairs Right Every Time 


HERE never was a time when 

the public was as insistent on 
getting what it wants, when it 
wants it, as in these days of modern 
shoe merchandising. With Better 
Business Commissions everywhere 
preaching the doctrine that the cus- 
tomer is king, or queen, and should 
be served in a manner befitting any 
potentate of high estate; with mer- 
chants “backing up” the Better 
Business Bureaus and instructing 
their salespeople in weekly talks 
that “the customer is always right,” 

















Introduction to all alibis—Get 
her shoes off, and she’s at your 
mercy 


whether she wants a “t. s.” fit or 
a shoe shade “to match exactly the 
color in my new gown,” the idea of 
“alibis” might on first consideration 
seem entirely outside the question. 
Yet the scientific salesman, by the 
clever use of alibis, has saved many 
a sale for his employer and has 
made many a permanent patron for 
his house. 


A specific case of this kind was 
recently called to the attention of 
the editor of the REcorDER’s “Retail 
Shoe Salesman.” It is that of a 
young salesman who is studying re- 
tail shoe selling as a profession; the 
youngster has been “at it” now for 
about a year. He has “listened in” 
attentively to his elders of the 
store’s salesforce and has skillfully 
applied these alibis to the cases in 
point. For instance, when a man 
customer sees a certain shoe in the 
window that he thinks he wants, he 

















comes in and says, “I want a pair 
just like that shoe in the window.” 
The salesman finds that the required 







a pair of shoes as near to that asked 
for and in precisely the right size. 
The salesman says, holding up the 
shoe the duplicate to that in the 
window, “Here is the shoe you asked 
for, but I have not your size in this 
shoe just now. I can order a pair 
for you, but here is a pair that has 
just come in, in a different grain it 
is true, but it is a newer grain. Let’s 
try ’em on.” They fit, of course. 


The customer examines them criti- 
cally and may buy them at once, or 
he may say, “What size are these?” 
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By consulting your book of alibis 
you can save the sale 


satisfied with the shoes, with the 
service, and with the perfectly good 
alibis of the salesman. 

A difficult proposition on which to 
“work off an alibi” is the very posi- 
tive man customer who wants a tan 
grain shoe on a certain last and 
trim. This man will not be satis- 
fied with anything else and the 
salesman can very seldom fit him; 
a plain tan Russia will not do. In 
the opinion of those interviewed, the 
“color question” is the hardest to 
overcome with the customer with 
the “‘color complex.” 


Get Shoes Off First 


“Get her shoes off first,” said an- 
other “Alibi Ike.” “Then, if you are 
a good salesman, you can sell a cus- 
tomer what you have and what she 
wants far easier than the pair she 
asked for when she first came into 
the store. Why,” said this sales- 
man, “if you had every size in every 
style that every woman who comes 
in wants, not the biggest shoe store 
in the world could contain the stock. 
The customer who has her mind all 
made up to a certain thing is the 
easiest customer in the world on 
which to ‘work off’ an alibi that she 
wants what you have.” 


National Has Over 200 


Members 


The National Retail Shoe Sales- 
men’s Association is building on 
a big and substantial foundation. In 
addition to the 75 members of the 
Boston Association, 50 of the Syra- 
cuse Association and 46 in the Los 
Angeles Association, the following 
individual memberships, read by 
National Secretary R. W. Daley at 
the first meeting of the season in 
“The Hub” of the Boston Associa- 
tion on Oct. 4, shows the wide in- 
terest taken in the movement. Here 
is the list of some of the pioneers— 
new names being added every day: 
George T. Kirschner, Allentown, 


Pa.; Thos. S. Childs, Holyoke, 
Mass.; J. J. Rannard, Chicago; A. 
Lazarus, Revere, Mass.; Leo Dra- 
gon, Webster, Mass.; M. J. Blangio, 
East Boston; C. R. Bumbarden, El 
Dorado, Kan.; T. F. Banfield, Gales- 
burg, Ill.; S. T. Gregory, Spring- 
field, Tenn.; M. Killinberg, Chelsea, 
Mass.; M. Levine, Brooklyn, N. Y.; 
T. J. McSweeney, Haverhill, Mass.; 
Walter A. Miller, Galesburg, [IIl.; 
Paul O. Campbell, T. H. Campbell & 
Bros., Middlesboro, Ky.; Ralph H. 
Sheern, Garnett, Kan.; Geo. K. 
Murphy, Union City, Ind.; Oliver L. 
Voss, Milwaukee; J. T. Linehan, 
Titusville, Pa.; F. R. Rodemaker, 
Kalispell, Mont.; P. E. Garrard, 
Delphi, Ind.; W. E. Browthers, Hen- 
dersonville, N. C.; Jack Wimberly, 
Prescott, Ark.; Lewis R. West, 
Hutchinson, Kan.; Clarence E. 
Keckler, Davenport, Iowa; L. D. 

















Here is how applications for 
membership in the National Re- 
tuil Shoe Salesmen’s Association 
are being received by Bob Daley, 
N. S., 114 Bedford Street, Boston 


Tyson, Anniston, Ala.; R. L. Boul- 
ware, Lexington, Ky. 


For Scientific Salesmanship 


All together now, boys, in the 
cause of scientific shoe salesman- 
ship! Every retail shoe salesman in 
the United States should enroll as a 
member of the National Retail Shoe 
Salesmen’s Association at $1 the 
year. When ten or more members 
of the National exist in any locality, 
a local may be formed on lines in 
harmony with those of the Boston 
Retail Shoe Salesmen’s Association 
indorsed by the N. S. R. A. The 
aims of the. National Retail Shoe 
Salesmen’s Association are, briefly: 
To cooperate with the employer and 
all interested in the sale of shoes; 
to elevate the standards of shoe sell- 
ing and the science of shoe fitting, 
thereby giving more efficient service 
to the customer; to benefit by the 
acquaintance of members of the as- 
sociation through friendship and 
mutual help; to aid those who wish 





‘salesmen’s 


to make themselves more valuable to 
their employers; to create a bureau 
of information gratis to which the 
shoe merchants may apply for sales- 
men; to secure the confidence of the 
employer. 

The National Retail Shoe Sales- 
men’s Association is not a union, nor 
is it the intention to ever make it a 
uncon; nor does this association 
favor a union from any standpoint, 
or seek to regulate conditions in any 
store in any way whatsoever. 

Watch the pages of the RE- 
CORDER’S “The Retail Shoe Sales- 
man” each month for news of 
“what’s doing” in the National and 


the locals, as well as news of indi- - 


vidual members, and retail shoe 
activities everywhere. 
When we say “salesmen” we always 
include saleswomen—there is no sex 
question in business today. Results 
—and in this particular case “GET- 
TING MORE SHOES SOLD 
RIGHT”’—is what \ counts. Make 
out your application as follows: 

WOON his o.oo OTs c's b cae oh as 3 coe 
Pee aa cds Fi nee hae 
BNE soon oc Rb tease cu cw we 
DGS OF Bervins 5s 6 vee Frees 
POON 6 oi5 565 acs He ees 

Send application to Robert W 
Daley, National Secretary, 114 Bed- 
ford Street, Boston. 

Literature and “What’s Doing in 
the National Suggestions on Courses 
of Study and Selling,” to be sent to 
members by the National Secretary, 
is in the planning. 


Boston Stresses Education 


The Boston Retail Shoe Sales- 
men’s Association started on its 
thirteenth year of educational and 
cooperative work on Monday eve- 
ning, Oct. 4. A beefsteak dinner 
preceded the program, and Buddy 
Shepard’s Entertainers and com- 
munity singing put everyone in good 
humor. Dennis A. Dooley, super- 
visor of class organization of the 
State University Extension Classes, 

















The higher-priced-shoe alibi—she 
said she wanted a $5.60 shoe, but 
she carried a $10 bill 
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One way of avoiding mismating 
shoes in the Saturday rush 


gave a talk on “How to Broaden Our- 
selves Educationally.” 


Inspirational Talks 


President P. F. Girard, who is 
also the National president, told the 
members that there were ample op- 
portunities offered to the retail shoe 
salesmen and women of Boston and 
elsewhere to develop mentally and 
advance by this mental development, 
and that where there is a will there 
is always a way. 

P. E. Thayer, National chairman 
of the educational committee, told of 
the plans that he had in progress for 
the enrollment and interesting in 
the National of every retail shoe 
salesman in the United States. 


Howe Pats Boys on Back ~ 


Irving B. Howe, N. S. R. A. di- 
rector, remained until a late hour to 
lend his word of encouragement to 
the Boston boys for the altruistic 
spirit they had shown in launching 
the National Retail Shoe Salesmen’s 
Association. He said that Boston 
had been the starting point for a 
great many events that had gone 
down in history as worth while; 
that. when in the old days at gath- 
erings of the N. S. R. A., merchants 
would say to him, “What about this 
retail shoe salesmen’s association 
down in Boston? Do you endorse 
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The October Prize Problem Will | 
Bring $15.00 to Retail Shoe 
Salespeople 


How Do You Avoid Mismating Shoes During Sales, 
or the Saturday Rush? 


fot dollars in prizes for 
the best thinkers. 

Ten dollars for the best answer 
to the current problem. 

Five dollars to the second best. 

The ideas in your letter on the 
subject are what win. Poor com- 
position and bad spelling are sec- 
ondary considerations. 

“It happens in the best of fam- 
ilies.” And so easily, too—when 
all is hustle and hurry on Satur- 
day afternoons, or during shoe- 
sale time. If there is anything 
which makes the store manager 
lose his temper quicker than any- 
thing else, it is mis-mating. And 
yet, when a salesman is endeavor- 
ing to do his very best to sell as 
many shoes as possible, put shoes 
back on the shelves quickly.—And 
one shoe looks so much like the 
other—the cover of the box is 
off—one ‘shoe, in the same kind of 
material, may be reposing there- 
in, and—well—you know the rest! 

Then, too, sometimes, the light- 


fingered shopper picks up two 
shoes—they look just alike to her 
hasty glance, but they are not. 
This mixes things up a bit more. 
There are many things happen 
in this direction that would be 
really funny if it did not mean a 
serious loss to the business. 

At all events, mis-mating ‘of 
shoes must always be avoided. 

How do you avoid mis-mating 
shoes, during sales-time, or in the 
Saturday rush? 


SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 207 South 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN NOVEMBER 8. 

Winners will be announced in 
this department November 20. 
Only men and women actually 
engaged in selling shoes and 
hosiery at retail are eligible to 
enter this contest. 





that sort of thing?” he would 
reply, “Why not? It is educational. 
It is for better shoe salesmanship.” 
“The ideals of this association are 
so good,” he said, “that merchants 
could hardly believe that such an un- 
selfish movement could exist, but 
now no explanations are needed. 
Boston and the National movement 
which it is launching have already 
received the endorsement of the Na- 
tional Shoe Retailers’ Association. 
These facts are all historical, but it 
is not amiss to mention at this time 
the solid endorsement you have 
from all by merchants from all sec- 
tions of the country.” 


National a Big Movement 


He stressed the advisability of 
the educational plan proposed by Mr. 
Dooley, and also stressed the impor- 
tance of getting the confidence of 
the customer by good service. He 
commended the progressiveness of 
the Boston association. “It is a 
great thing that you have accom- 
plished, and the fact that you are 
extending this work is to be much 
commended. 

“Hold Fast to Ideals” 


Arthur L. Evans, editor of The 


Shoe Retailer, compared the new 


National movement to the Scrip- 
tural mustard seed; as exemplified 
in the birth and development of the 
great man, Abraham Lincoln, who 
had been given to the world in the 
midst of humble surroundings; fur- 
ther exemplified in the splendid 
efforts of the little band of Boston 
enthusiasts who had planted a very 
vital seed. 

Fred N. Greenwood, the 1925 
president of the Boston Retail Shoe 
Salesmen and chairman of the invi- 
tations committee, reviewed the first 
meeting of the National Retail Shoe 
Salesmen’s Association, held at Paul 




















An 0 ne 
.-thde of her pea 
























retail-shoe- 
sells 


Finks, 
salesman-attorney. He 
footwear at the store of the 
Regal Shoe Co., 129 Summer 
Street, Boston 


Joseph 


Revere Hall, Mechanics Building, 
Boston, on July 7, and the prelimi- 
nary work which led up to same. 


“Work Hard” the Motto 


Helen M. Haney, editor of “The 
Retail Shoe Salesman,” promised the 
continued support of the RECORDER 
in the cause of “Getting More Shoes 
Sold Right” through the advance- 
ment of scientific salesmanship as 
embodied in the aims of and ob- 
jects of the Boston, the Syracuse, 
the Los Angeles, and the National 
association. She said that she 
would continue to work hard for the 
best interests of the boys and girls 
in the retail shoe stores of the coyn- 
try and in the continued and con- 
stant boosting of the National Retail 
Shoe Salesmen’s Association. 


Prize Problem Winners 


The recent prize problem for retail 
shoe salespeople to answer “to the 
tune” of $15—“What is the most 
scientific manner of customer turn- 
over?” brought to the editor the 
same voluminous mail as in former 
months. It is gratifying to see the 
wide interest which the salespeople 
are taking in the solution of these 
problems. One letter from Los 
Angeles, mailed Oct. 1, and received 
Oct. 4, was sent by air mail, and 
carries a special delivery stamp, and 
also a ten cent stamp to insure its 
quick arrival. One letter came from 
British Columbia. 

As usual, it was difficult to tell 
which two were the very best 
answers. All were good. A list of 
the “top-notehers” follows, with the 
first prize awarded to Frank Wartey, 
retail shoe salesman at the Durham- 
Schmidt Brown-Bilt~ Shoe Store, 
Waterloo, Iowa, the second prize is 
awarded to Clarence S. Ketcham at 
the Healey Shoe Co., Santa Rosa, Cal. 
Honorable mentions are awarded to 
the following: Walter E. Barham, 
Healey Shoe Co., Santa Rosa, Cal.; 
Victor J. Marks, Marks Shoe Store, 
Danville, Pa.; John G. Schlaffer, 
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Quinn Bros., Sedalia, Mo.; Edward S. 
Kornmann, Walk-Over Shoe Store, 
Baltimore; Arthur J. Witt, Lincoln, 
Neb.; Charles Gray, Wetherby- 
Kayser Shoe Co., Los Angeles, Cal.; 
George H. Hill, King-Adams Shoe 
Co., Inc., Newport News, Va.; H. 
Anderson, Woods Limited, Van- 
couver, B. C.; Mrs. Mabel White, 
Quality Shoe Store, Weston, W. Va.; 
Maurice M. Weiner, The Reliable 
Shoe Store, Reading, Pa.; Phil S. 
Haley, W. M. Laird Co., Pittsburgh; 
Frank O. Rogers, F. N. Arbaugh Co., 
Lansing, Mich.; Thos. B. Fish, 
Horuff Shoe Co., Indianapolis. 


‘How Wartey Turns Over Customers 


Frank Wartey of Waterloo, Iowa, 
retail shoe salesman at Durham- 
Schmidt’s Shoe Store, walks off with 
the first prize of $10 in the RE- 
CORDER’S September Prize Problem 
question of—“What is the Most 
: 





Syracuse Association 
Endorsed 


SYRACUSE, N. Y.—Harry 
C. Copeland, the live-wire sec- 
retary of the Syracuse Retail 
Shoe Salesmen’s Association 
and advertising manager of 
the Worbass Walk-Over Boot 
Shops, writes that at a big 
meeting on Sept. 30 of the 
Syracuse Shoe Retailers’ As- 
sociation the Syracuse Retail 
Shoe Salesmen’s Association 
was heartily indorsed. Hur- 
rah for Harry, the merchants, 
and all of the good members 
of the Syracuse Association. 
























Seientific Manner of customer turn- 


over?” This is what he said: 

“TI believe the following case would 
hold true generally as to the proper 
method of turnover. 

“Mrs. G. Arnett (alias of course) 
came into the store, and after greet- 
in her, showed her to a seat. I 
then took off her shoes and measured 
her feet, at the same time talking 
pleasantly of current topics. Then 
I asked her what she would like to 
have, and she said very curtly, ‘A 
pair of strapless pumps of silver 
kid.’ 

“Now, her foot drew for a 7% 
8AAA, and I knew that I had no sil- 
ver kid pump of any description so, 
to say something, I asked her in as 
nice a manner as possible whether 
she required the shoes for a certain 
occasion, to be worn with a certain 
dress, or if she wished to use them as 
a formal pump to be worn with any 
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gown on any occasion. I had no 
sooner uttered these words than I 
realized I had made a mistake, for 
Mrs.: Arnett said curtly, ‘I wish to 
have a silver kid pimp’ ignoring my 
question entirely. 

“I knew we did have a very smart 
one strap silver brocade slipper in 
her size but I realized that if I were 
to present it after ‘the slip’ I had 
made, it would only serve to fan her 
anger toward me. So, as politely as 
possible, I said ‘Mrs. Arnett, we have 
a man here who takes a special pride 
in fitting footwear of that charac- 
ter and is, of course, more familiar 
with the stock available in that par- 
ticular class and I am certain he can 
help you select just the shoe you 
desire.’ Excusing myself, I im- 
mediately brought Mr. Jones over 
and introduced him to Mrs. Arnett 
who explained her wishes again, 
while I thanked her for her courtesy 
and patience, and hoped she would 
let me serve her again when inter- 
ested in footwear of a less formal 
character. a 

“Mr. Jones sold her. What is even 
more important—Mrs. A. came back 
in a few weeks and I sold her a $10 
walking oxford.” 


A Selling Help 


A shoe selling help—or a foot 
measuring device about which 
one of the best retail shoe 
salesmen in Boston says: “The 
very best I have used in my 23 
years of service at the fitting 
stool. It takes the standard 
measurements of both men’s 
and women’s shoes (one is be- 
ing built to take the measure- 
ments of the children). Width 
and length are both recorded 
accurately and quickly by this 
easy-to-operate instrument,” It 
is shown with the top nearest 
the customer and the handle 
nearest the salesman, all ready 
for use. This size stick is 
called the Universal Foot 
Measurer, recently invented by 
Harold E. Clarke. It_has also 
been highly indorsed by Paul 
S. Jones, president of the 
Last Co. and a 
the U. S. Bureau 
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CHANEL RED 
aad BLACK 


are stepping into 
wide popularity 


Tremont 


The demand for’ black. patent tastefully 
trimmed with Chanel Red is holding strong. 
Possibly the vogue of sheer black hosiery, 
which ‘contrasts so charmingly with the 
Rouge et Noir, is an important factor in 
this continued demand. We show here 
two models which will please the most 
fastidious fashion seeker. 


The Boylston is in the lace oxford style — 
assuring a close, neat ankle and instep fit. 


It is made of Black and Chanel Patent. 
The Tremont is also Black Patent with a 


cleverly underlaid strap and button piece 


of Chanel Patent. 


Boylston 


COMPAN Y 

















by American Tanners 


public. 


justly proud. 


SURPASS 
KID 


IT TAKES ON 
ADDED BEAUTY 
IN THE 
SHOE 


47,561,966 Raw Kid Skins 
Were Imported During 1925 


HE magnitude of the above figures conveys some idea 
of the popularity of glazed kid with the American 


A large share of those skins coming from countries 
raising the higher class varieties were delivered to the Phila- 
delphia tannery of the Surpass Leather Company, where 


skilled workmen convert them into leather of which we are 
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SURPASS LEATHER COMPANY 17 BATTERY PLACE 
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Here They Are! Special Shoe Co’s November 


the style news out ahead of our rivals is what we are consistently doing month after 
month. Everybody likes our new policy of 12, 18 or 36 pair cases, too. Its 
a handy way to buy. These styles are offered for immediate delivery. 


One Price Mss That’s All 


























1095 


Patent “Valencia” Patch- 
ette Oxford, with amber 
snake and baby alligator 
trim. 17-8 F. B. (Spike heel. 
1096, same, 13-8 Cuban. 


3336 


Patent d'Orsay, with strip- 
ping of pecan kid interlaced 
with patent. 18-8 F. B. Spike 
row ag 

3337, same, 14-8 Cuban. 
3338, black satin, silver trim, 
18-8. Spike heel. 

3339, same, 14-8 Cuban. 


1523 
Skinner's black satin step-in, 
gilt flowered buckle, square 
toe. 18-8 F. B. Spike ‘heel. 
1524, same, new 13-8 square 
Cuban heel 


3341 


Black velvet d'Orsay, strip- 
ing of black suede, inter- 
— with gold. 14-8 Cuban 


3344 

Patent Strap, cherry patent 

applique, -B. Spike vue 

3345, same, 148 

3342, style shown, black 

checker calf quarter and 

pra 

3343, same, 14-8 Cuban. 

3348, style shown, in shark, 
white topping on quarter 
and strap. 

3349, same, 14-8 Cuban. 

3350, style shown, copper 
alligator on quarter and 
strap. 

3351, same, 148 Cuban. 


2% 10 DAYS 


T 





+ 


3329 


Black velvet one strap, trim 
of black snake. 188 F. B 
Spike heel. 

3330, same, 14-8 Cuban. 


5334 


Skinner's black satin strap, 
fancy stitching shown. 18-8 
F, B. Spike heel. 

3335, same, 14-8 Cuban. 
3332, in patent, 18-8 heel. 





1084 


Skinner's black satin step in, 
black checker satin quarter 
snd bork beaded buckle to 


match, 
1083, same, 17-8 F. B{Spike. 


5346 


Skinner's black satin one 
strap, black checker calf 
trim. F. B. Spike heel. 

3347, same, 14°8 Cuban. 








1097 
“Sorority” step in, in patent 
with leather bow andcopper 


ripple patent trim as shown, 
new square toe, 11-8 covered 
box heel. 


1098, same, Russia calf, tan 

ripple trim. 

1099, same, patent, | 

patent trim and mo 

Sixes2}4 to8;C Width; 
Champagne Lined 


| On the Floor! Ship Today, No Delay! 


30 DAYS NET 


Reference with order will insure prompt shipment | 
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STYLE SCOOPS 


Just as we said last month, a scoop with us means the same as it does on a newspaper. To get 
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SPECIAL SHOE CO. 


1332 WASHINGTON, AVENUE, ST. master gi 











cities. 





“SEQUENCE lists” are another convenience 
worked out to increase the effectiveness of 
long distance campaigns and to save the 
time of the telephone user. Many who 
formerly used the telephone only locally 
are now using it to distant states and towns. 
Many who used only single calls are now 
taking advantage of the sequence method. 
Concerns that at first alk long distance 
calls only when an emergency arose, now 
depend on them to make appointments, to 
save long and tiresome trips, to make sales 
where interviews have been denied, and to 
make purchases where both time and ptice 
are important. 

Would it be worth while to make a 
thorough check-up of your various depart- 
ments and executives to see if the telephone 
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BELL LONG DISTAN CE SERVICE 










“SEQUENCE CALLS” 


*82,500 


WORTH OF BONDS 


IN BRINGING Out a new bond issue, a Cleve- 
land financial house regularly files with the 
long distance operators from 50 to too sequence 
calls to banks and investment firms in other 
The calls come in in one-two-three 
order. As one is finished another is put up, so 
that a greater number of calls can be com- 
pleted within a given time. For one such issue, 


47 calls were filed... 45 were completed. Charges, $40... 


sales, $82,500. 


is bringing its full resources to bear upon 
your business? Each working day sees 
another million dollars invested in the com- 
munication equipment of the Bell System. 
Does your business secure its share of the 
added advantages of these developments? 
The telephone resources of any business 
ate worthy of careful study. Firms are 
frequently amazed to discover their un- 
thought-of possibilities. 

A Commercial Department representa- 
tive will gladly call to explain the use of 
sequence lis iis ts and consult with you con- 
cerning what long distance calls can do for 
your business. And now, what distant call 
is there that should be made? Seventy 
thousand communities are within your 
easy teach. . Number, please? 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 








More Men’s Good Shoes 
Wanted 


W. M. Oakman, who is now on his 
way to the Pacific Coast for Nor- 
man & Bennett, Boston, writes from 
the Middle West that there is a de- 
mand for better-made and better- 
priced shoes, and that the trade is 
more confident and business more 
stabilized. “Oakey” will return to 
Massachusetts in time to spend the 
Christmas holidays at his home fire- 
side on Old Cape Cod. 


Charles R. Caldwell, author of 
“Charlie’s Style Dope.” He is 
Southeastern representative of 
the Johnson, Stephens & Shinkle 
Shoe Co., St. Louis, Mo. 


Charlie Caldwell Is Shoe 
Stylist 

Charles R. Caldwell, known the 
country over as the author of 
“Charlie’s Style Dope,” is South- 
eastern representative of the John- 
son, Stephens & Shinkle Shoe Co. 
He has been with the company for 
six years and covers the larger 
cities in Tennessee, Mississippi, Ala- 
bama, Florida and Georgia. During 
this time he has increased his sales 
to over six times, which read in very 
big figures. We are stating it mild- 
ly to say “Charlie’s” record is un- 
usually good. Mr. Caldwell works 


very closely with his accounts, and 
his style letters of three or more 
pages, giving advance information 
on women’s dress materials and 
colors and the proper shoes to ac- 
company same, with a line or two of 
merchandising counsel and news, 
have become so popular that fre- 
quently Johnson, Stephens & Shinkle 
Shoe Co. receive letters from mer- 
chants asking to be put on Charlie’s 
mailing list. 


Gilbert Opens Chicago 
Office 


The Gilbert Shoe Co. of Thiens- 
ville, Wis., manufacturer of the 
“Kalisthenic” line of children’s welt 
footwear, has opened a Chicago of- 
fice at 903 Security Building, Chi- 
cago. Ira Mack, well known Chicago 
shoe traveler, is the Chicago repre- 
sentative of the Gilbert organization. 
Ira reports a fine business for the 
sixty days the line has been in his 
territory. 


Thornton with Samuels 

E. R, Thornton, one of the mem- 
bers of the Shoe Travelers’ Club of 
Los Angeles, has recently joined the 
salesforce ‘of the Samuels Shoe Co. 


of St. Louis. He is now at the Ben- 
son Hotel, Portland, on his first trip 
with his new line, and reports a re- 
markable reception of same. 


Yeaton with Johns-Tilt 


Fred A. Yeaton of Los Angeles 
represents the Johns-Tilt Shoe Co. 
of Los Angeles, makers of women’s 
sport footwear. Mr. Yeaton writes 
the RECORDER that he is develop- 
ing their Northwestern territory, 
and has met with remarkable success 
in putting this line into every large 
house in the entire territory, includ- 
ing the biggest concern in British 
Columbia. 


‘Scanlon Quits Shoe Trade 


James L. Scanlon, 1925 president 
of the N. S. T. A., who for many 
years sold the “Sweet Sally Lunn” 
to the Philadelphia trade, has 
“joined the ranks of the friendly 
enemies of the shoe business,” as he 


expresses it in a letter to the Na- 
tional secretary: In other words, 
Jimmie is now affiliated with the 
sales service and parts department 
of Sheehan & Scanlon, agents for 
Lincoln and Ford cars, trucks and 
tractors, at 6425 Torresdale Ave- 
nue, Tacony, Pa. He writes that the 
enthusiasm of a new venture is 
tinged with just a little sadness in 
leaving a business where he had 
made so many fine friendships. He 
wants the other boys on the road 
to know of this venture and to be 
assured of his kindest regards and 


O. E. Rickey has been most suc- 
cessful in representing the Selby 
Shoe Co. in the South during the 
past two years, and for that rea- 
son is covering a territory which 
includes many cities in northern 
Illinois and southern Wisconsin 


of a cordial invitation to visit him 
at their earliest convenience. His 
‘phone number is 2540 Mayfair. 


E. A. Terhune travels Pennsyl- 
vania, Baltimore, Washington and 
five cities in eastern Ohio, for Al- 
den, Walker & Wilde, Inc. “Ed” is 
known as a humorist, and so when 
he solemnly told a RECORDER repre- 
sentative that the best seller in his 
line was “Kroehshaide” this was not 
taken any more seriously than Ed 
intended it should be—“translated,” 
it means black calf oxfords. © 
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When In CHICAGO 


Enjoy your stay—at the New 


MORRISON HOTEL 


Madison and Clark Streets 
Tallest—and Most Economical—Hotel in the World—46 Stories High 


OR a number of years the 

Morrison Hotel has been the 
chosen headquarters in Chicago of 
American shoe manufacturers, their 
representatives and out of town 
dealers. It offers an environment 
and service unsurpassed by the 
most expensive hotels, and yet it 
maintains a scale of rates lower 
than that of any other hotel of 
high recognition. 


Closest to Offices, Stores, 
Theatres and Railroads 
Rates, $2.50 Up 


At this location, the most central in the 
city, the large revenues from subleased 
stores pay all the ground rent, and the 
total saving is passed on to the guests. 
It is therefore possible to engage rooms 
here for $2.50 to $5 that would rent at $5 
to $8 elsewhere. 


1944 Outside Rooms 
Each with Bath 


Every room has bath, running ice water 
and Servidor, the latter insuring abso- 
lute privacy with its “grille” feature. 
There is a special housekeeper on each 
floor, and all guests enjoy garage service. 
Stores, theatres, offices and depots are 
nearer than to any other hotel. 


Ideal for Conventions 


The Cameo Room, seating 2000, and 
the “dance and dine” Terrace Garden 
are among those of the Morrison’s at- 
tractions that have made this the favor- 
ite hotel in Chicago for trade gatherings 
and meetings of all kinds. Convention 
managers also find the broadcasting ser- 


The New Morrison, when completed, will be the world’s largest and ° ‘ 
tallest hotel, 46 stovies high, with 3400 eens vice a great advantage—Station WSWS. 


Write for Reservations or Telephone State 8700 
Special Convention Rates on Application 
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F. S. Schott 


Gibbon Boys Sell Mer- 
chants’ Line 


Ralph and Walter Gibbon are now 
located in their new offices in the 
Forrest Building, 119 South Fourth 
Street, Philadelphia. These “live” 
salesmen have recently added to 
their representation that of the 
Merchants Shoe Co. of Boston. 
They will cover Pennsylvania and 
New Jersey territory. The Gibbon 
boys say that they are well pleased 
with the “smart” styles which are 
stocked by the Merchants Shoe Co., 
and lock forward to a profitable con- 
nection with this house. 


Frank X. Leberer Is Dead 


The death of Frank X. Leberer on 
Oct. 1 closes a career of over fifty 
years of continuous service with the 
Wm. H. Walker & Co., Buffalo, N. Y., 
wholesale shoe distributors. For 
many years prior to his death he was 
head house salesman and was well 
known to all of the shoe trade of 
Buffalo and vicinity, “Frank’s” pleas- 
ant greeting and courteous service 
will be missed by many. At the time 
of his death he was in his sixty-sixth 
year. He came with the Wm. H. 
Walker & Co. when a boy of fifteen 
and never missed a day on account 
of sickness. 


An Impromptu Reunion 

Recently, some ex-St. Louis shoe 
men chanced to meet in a Los 
Angeles hotel and started to lunch 
together. On Spring Street they 
stopped to look at a St. Louis tag 
on an automobile. While conjectur- 


ing who the Missourian might be 
they were joined by two other St. 
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Bush and Schott—*“Gold 
Dust Twins’? Cover Texas 


Chas. W. Bush and F. 8. Schott 
are the Nunn, Bush & Weldon “Gold 
Dust Twins” in the State of Texas, 
and from all reports are “cleaning 
up” the Lone Star State. Both Mr. 
Bush and Mr. Schott were at the 
factory recently during the fall 
sales meeting, and report a strong 
demand for the Nunn Bush line in 
Texas. In fact, business is so good 
there, say Messrs. Schott and Bush, 
that these boys get along like two 
long-lost-and-found-again brothers. 
These boys agree that, so far as they 
are concerned, Texas, with its en- 
thusiastic and up-to-date shoe mer- 
chants, is surely big enough for 
both. 


one 1654 Ses Seah { 
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Harry D. Hamilton is “back on 
the job” once more for the F. 
Mayer Shoe Co. Mr. Hamilton 
has been obliged to stay away 
from business for some time on 
account of the serious condition 
of his eyes, but he recently sub- 
mitted to an operation, which 
has proved very successful, and 
he is now covering New Eng- 
land, his old territory, for his 
“old love”—The F. Mayer Shoe 
Shoe Company—selling Martha 
Washington turns and Martha 
Washington arch supports 





Louisans. In a few moments still 
another man from the “Show-Me- 
State” happened along. An im- 
promptu reunion was held then and 


' there. All these shoe men are now 


residing in Los Angeles and seem to 
be perfectly content. Chariie Moder, 
Emil ‘Kappel, Dick Prather, C. A. 
Wise, and others whose names could 
not be learned. Would it rot be a 
fine idea to have all the Missouri 
boys get together some time and 
hold a real reunion? 

























Chas. W. Bush 


Back in the Harness 


A few months ago Emil Kappel 
sold his retail shoe business at 8110 
North Broadway, St. Louis, and went 
to California. Something about the 
air of California “pepped him up” 
to the stage where he could no longer 
remain idle. So Emil takes the 
Shaft-Pierce line out of the Los 
Angeles branch and travels north to 
San Luis Obispo and south to Glen- 
dale. He is residing in the latter 
city and enjoying his new life to the 
limit. 


Wilson with Helmholz 


George T. Wilson, well known shoe 
traveler in the Northwest, recently 
took over the Helmholz Shoe Mfg. 
Co. line of children’s footwear, and 
growing girls’ welts, for Minnesota 
territory. Mr. Wilson’s first re- 
ports are glowing ones, and his first 
samples are bringing him many new 
orders. 


Bamberger with Bond 


Capt. Arnold Bamberger, who re- 
cently represented the Geo. B. Leav- 
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OU need not hesitate be- 

tween beauty and common 

sense in footwear. Choose what you 

face effect ts nroduced will kidskin, suede, patent leather, 
pe gna Andee Pe calfskin, lizard, or alligator > glove- 

eyelets important, A 

like in fit, hatlike in trim, the Shoe 

of the Hour is the light-weight Fash- 


ion Welt. 


- Time was when Welt Construction 
signified only. mannish, athletic, 


THE SHOE OF THE HOUR) 


on 
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Matching visible eyelets 
ore the only trim on 
these sauterne suede 
oxfords with the same 
color kid cutout front. 


heavy-soled shoes scorned by the fas- 
tidiously feminine. But modern in- 
genuity has devised ways to adapt 
the Welt to lighter modes, and mod- 
ern fashion has found reasons to: 
adopt the Welt in lighter moods. 


Fashion Welt footwear holds its 
shape longer, supports the foot more 


RECORDER 


firmly, meets wet weather more gal- 
lantly. Inside is no seam or stitching 
to irritate one’s foot or shorten the 
life of chiffon hosiery. They may al- 
ways be satisfactorily resoled. 


Particularly emphasized for au- 
tumn are Fashion Welt Oxfords fin- 


ished preferably with visible eyelets. 


% 


UNITED FAST COLOR EYELET COMPANY 


FASHION WELTS with Visible Eyelets 


a 
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Keds 


fr Basket Ball and Gymnasium 


es 
>) 


Worn and recommended by leading 
coaches and teams everywhere, Keds 
today compose the greatest line of 
basket ball and gymnasium shoes. 
There is an appealing type for every 
indoor athletic demand. Now is the 
time to order Keds for the fall and be 
ready for profits when the new season 
begins. 


e United States Rubber Company 
CREPE LE 

METEOR 
Feather weight shoe, vul- 


ed crepe sole, ps 
on any playing surface. 


fro oo =< SO 


good fit and arch support. 
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standard part of the shoe 
business. 

The Boot AND SHOE RECORDER 
believes this is an opportune time 
to point out some of the principles 
governing quality and price of rub- 
ber heels. 

There are over 300,000,000 pairs 
of heels used in the industry every 


R tana heels have become a 







CRUDE RUBBER HIGH 


AVERAGE HUBBER HEEL 











1926 

















eve ot nee CRUDE RUBBER LOW 


An Analysis of the Rubber Situation 
as It Applies to Rubber Heels 


that lower printed crude rubber present market prices. Therefore, it 
quotations, coupled with reports of will be readily understood that the 


substantial finished goods inven- daily 


printed quotations of rubber 


tories, should bring about lower prices means nothing in the cost of 


price levels. This view is not sup- heels. 
ported by the facts related to actual 
conditions in the industry. 

It is becoming quite well known 





year, worth over $20,000,000. No 
expense has been spared by the rub- 
ber interests to promote and foster 
the use of rubber for heels. Very 










large investments for equipment use. Also, that a maximum time of knows that rubber heels 
and inventories have been made. eight months may elapse between contain considerable reclaimed rub- 

It would be idle to attempt an the actual purchase of crude rubber but they do not know that the 
analysis of all the sale 
















situation, with a view to determin- r heel costs, shows 

ing accuracy of fact or soundness of finished goods. neither tires ‘nor heels went up in 
opinion. However, it Seems reason- —~ proportion ‘to the raw inaterial ad- 
able to conclude that fact and opin- URTHERMORE, if the buying elt ee 

ion have been confused to the of crude rubber at this was Crud 

that there is a considerable it.was 







situation at the present 
Recent statements in 











Cuban and 
Spike Heel 


B272—Patent Leather 
B275—Black Calf “ 
B274—Black Suede 
B273—Patent Leather 


“Cuban Heel” 
“Spike Heel’’ 
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Black Suede 
Black Velvet 
Patent 


“Celine” 


Cuban and 
Spike Heel 


B666—Patent Leather ‘‘ 


Spike Heel’... .$4. 
BG665—Patent Leather - <7 


“Cuban Heel”’.... 4.50 


“Spike Heel’’.... 


“Dallas” 


19/8 Heel 


B625—Black Suede 
B545—Black Velvet 
B595—Patent Leather 





BO20—Black Suede 
B61 oe Velvet 
BS72—Pa 











The MENIHAN COMPANY 


New York Office: 612 Marbridge 
B. W. MOYLAN _— 


4 





SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U. S. A. 


Oakland, Cal., ce@: 424 Beiview Ave. 
H. ar KUSHINS 


Chicage Office: tp mupioatie Hotei 


Cleveland Office: ae Union Trust ‘plas. Los sages, Office 
A. F. JENKS Cc. E. VAN ‘DEGRIFT 


: 107 E. Sth Street 


Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 
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Retail Shoe Business Brisk 
at Many Points 


Weather Retards Trade in Some Cities 










with satisfactory briskness. Adverse weather at other points has retarded con- 

sumer buying to some extent, but merchants continue optimistic. Stylewise, black 
continues as the leading color for the season, but is strongly pressed by brown. Novel- 
ties are selling well all over the country. In patterns the gamut runs from the dain- 
tiest of one-straps, to rather heavy square toes oxfords for the young miss. The diver- 
sification of patterns now, probably is one of the healthiest features of the business, since 
it means that merchants’ stocks are all salable. Gunmetal patent and kid are having a 
fair call in some cities. The wine red patent and all-over alligator shoes are more than 
holding their own. In the West men are still buying the broad toed footwear, while the 
East is turning more toward trimmer toes and custom effects. Grain leathers, in men’s 
shoes, are selling better in the West than in the East, where the smooth leathers predomi- 
nate. More than the usual demand for black is felt in the men’s shoe field, although tan 


Rwitn'ss from most retail centers indicate that the fall shoe season is progressing 





still predominates. 


New York 


Ce ae of dull business in 
the retail shoe field here were 
common last week, but a drop in the 
temperature early this week brought 
an improvement in trade and set the 
fall season back on its track. The 
men’s shoe business suffered more 
during the warm spell of last week 
than did the women’s business. 

The tenor of consumer buying, so 
far as style is concerned, shows little 
change from that of a month ago. 
Black is still the predominating 
footwear color, with patent the lead- 
ing material. Black and brown ooze, 
particularly in the oxford type 
shoes, are making more of an im- 
pression as the season progresses. 
In fact, oxfords may well be figured 
as the leading style.at present. 
Strapped shoes are the biggest sell- 
ers, of course, but merchants have 
come to regard them as in the staple 
or semi-staple class. 

The new wine-red patent is get- 
ting more of a play, and the demand 
for real alligator shoes continues 
unabated. Many retailers report a 
shortage of real alligator slippers at 
present. 

The men’s shoe trade is beginning 
to show the influences of new styles. 
Button oxfords are being rather gen- 
erously displayed, and some public 
buying has resulted, especially in 
the high grade stores, Patent 
leather for men is looking up. More 
blacks are being sold than usual, al- 


though tan, of course, continues to 
outsell. black. The new two-tone 
shoes and shoes of the reddish 
brown cast are beginning to move 
encouragingly. 


Boston 


ETAIL shoes, hosiery and acces- 
sory selling is now brisk. The 
weather has been just cool enough 
to put the required “tang” for new 
merchandise in the mind of the con- 
sumer. Almost everyone is now 
back from their vacations; school 
and college sports are “on,” and “the 
forehanded” have already begun to 
purchase slippers, buckles, hosiery, 


























scarfs, gloves and sweaters for 
Christmas gifts. Each season sees 
another item of merchandise added 
to the accessory list of the retail 
shoe store. No longer is “The Find- 
ings Counter” devoted to polishes, 
shoe laces and button hooks almost 
exclusively—even the shoe horn has 
taken on new forms of decorative 
art—so have garters—and shoe and 
hosiery boxes. 

Shoe store managers report that 
September, 1926, was ahead of that 
of the corresponding period of 1925, 
and that October so far has been 
very satisfactory. New stores are 
constantly “popping up,” and old 
stores and shoe departments re- 
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DEAUVILLE SANDALS for the SMART SET 


The novelty of yesterday is an 
indispensable staple in the shoe 
store of today. 





Every merchant catering to 
the better trade must have the 
new DEAUVILLE SAN- 
DALS now being shown by 
Jefferson Import Co., for the 
winter resort season. 















Jefferson Import has the chic 
Deauville Sandals, in high and 
low heels; leather and crepe 
soles. And they are very mod- 
estly priced! 


JEFFERSON IMPORT CO., Inc. * “New york 


Importers of Novelties for the Shoe Trade, Including Cut Steel and Rhinestone Buckles 




















RIBBONS 


The present vogue for Style oxfords calls for attrac- 
tive ribbon lacing. 


COLUMBIA RIBBONS 


in black and colors are world famous for their quality 


a us oat OFF and appearance. 


READY TIED BOWS 


for strap and throat ornamentation in many attractive 
patterns. - 





May we submit samples and prices on both of these 


THE COLUMBIA RIBBON CO. 
PATERSON, NEW JERSEY 








21 WASHINGTON ST., COR. OF GREENE 60 SOUTH STREET 
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modeled. Merchandise men are 
working very closely with the shoe 
buyers, and shoe buyers and man- 
agers are working more earnestly 
than ever with the members of the 
shoe store salesforces in a better 
service to a discriminating public. 
The price range of Boston on 
women’s shoes is all the way from 
the bargain basement price of $2.95 
to the high-grade, exclusive shoe 
store price of from $7.50 to $25. 
Of these prices, the greatest volume 
of business is done on the $6 seller. 

New shoes in exquisite colors. and 
materials, and patterns, are daily 
appearing. Merchants selling men’s 
shoes report a call for four-button 
spats—in shades of light sand and 
gray. High grade men’s stores are 
featuring the sport footwear styles 
strongly, with bright scarfs placed 
in the windows beside the shoes and 
the hosiery. 


Chicago 


USINESS volume in Chicago 
the past week has been al- 
most disappointing enough to be dis- 
couraging to the merchants. Con- 
stant downpours of rain in the shop- 
ping hours of every day has served 
to keep the purchasers at home or 
at least to discourage their interest 
in fall footwear. The result of the 
wet weather has been an almost ex- 
clusive demand for black footwear, 
patent and kid predominating, and 
the discouragement of the promising 
earlier-season call for the rich color 
effects in the fall style scheme. Gun 
metal patent and gun metal kid 
has been an outstanding color style 
which has been popular. The dull 
shade has fitted into the style note 
of chic smartness in tailored cos- 
tume and beautifully into the 
weather conditions which have pre- 
vailed. 

Up to the middle of September 
sales totals generally well ahead of 
a year ago, but the most optimistic 
reports ‘for the month show little 
more than an equalling and in many 
cases less business than September 
a year ago. 


Cleveland 


EVELOPMENTS in trade and 

industry during August and 
September, added to the record of 
earlier ‘months in the summer, make 
an unusually satisfactory showing 
for the retail shoe stores, whole- 
salers, shoe representatives and, for 
the retail trade in general. 
Shoe merchants in this city have 
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A Good Christmas Gift Combination 





Merchandise loaned for photography by Thayer, McNeil Co., Boston 


A suggestion in a Christmas gift combination as a display fea- 
ture for the children’s shoe department. The shoes are in tan. 
The sweater, gloves and hose are in bluish green, gold, and a 
dash of red. Harry Dahl, children’s shoe buyer at Thayer Mc- 
Neil Co., Boston, says that these sport sets are big sellers. 


tember, under the influence of 
school trade and new models that 
came in, was good. 

Black continues to be the leading 
color, while tan is not far behind. 
Black satins and suedes also are 
selling well. Novelties, always 
strong sellers, have been assisting 
to create demand and boost sales 
here. 

Models with lizard skin trims are 
popular with the young girls, while 
middle-aged women who want to 
make a smart appearance may be 
seen wearing these models. 

Representatives of shoe manufac- 
turing establishments stationed here 
report that buying from merchants 
is on a larger scale. There are all 
indications 6f another big season in 
arctics. Weather here has ‘been 
rainy, and this has helped sales of 
rubber goods. 


Detroit 


USINESS in Detroit shoe stores 

has been very good. September 
trade exceeded anticipations in some 
stores, and the first Saturday in 
October was one of the best this fall. 
The early half of September was 
characterized by a fine school and 


lead in both men’s and women’s 
lines. Black patent leather with 
colored and reptile leather trim- 
mings have been accepted with 
favor by the buyers. Lace effects 
are growing in popularity, both ox- 
fords and ties. Among the former 
type, a black suéde with patent 
leather trimming is being offered by 
the I. Miller Salon at Russek’s. The 
trimmings are perforated and 
pinked and the toecap is of the wing 
style, giving the shoe a very short 
forepart effect. Another suéde 
offering was shown by Hudson’s 
with a black seal saddle trimming. 
At Fyfe’s some very pretty open- 
work oxfords in brown combina- 
tions are shown in the women’s high 
grade department. Brown and 
parchment shades combined in vari- 
ous ways were noticed prominently 
shown in the shoe cases facing the 
elevator. 

Ties were found to be favorites 





78 


More Boyish 


MERCHANTS 


57 Lincoln Street 
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“Dogs” For The Boyish Bobs 


These “doggy dogs” empha- 
size the spirit of the season, 
and are going like “hot cakes.” 
They’re helping more dealers 
to sell that “extra pair” than 
any turn of style in ages. For 
young women who love the 
great outdoors, there’s nothing 
like them. Get abodrd while 
we can deliver. 


Yours truly, Geo. M. Rosen, 
Gen'l Mgr. 


Thorobred W hippet 
Black Blucher Oxford, Tan Calf, and Schmidt's 
Shovel Leather Heel, Tap Crocodile Calf, 1 in. Horse- 
Sole. Also in Tan. shoe Leather Heel. 
B and C. A, B and ©. 


$3.60 
SE 


Shepherd 
Patent Leather Oxford. 
Checker Calf Trim, 13/8 
‘*‘Wingfoot’’ Heel. Also in 
Black Calf. Also in Tan, 
Brown Baby Alligator 


Trim. 
B and C. 
$3.50 


Spaniel 
Tan Calf Tie, Brown Baby 
Alligator Trim, 1 inch 
‘*Wingfoot’’ Heel. Same 
with 1% in. Heel. 
= Cc 


Pointer 
Tan Blucher Oxford, Tap 
Sole, 9/8 Leather Heel. 


84.00 
SE 


Airedale 
Tan Calf 3-Eyelet Tie, 
Tan Baby Alligator Trim, 
1 in. Leather Heel. Also 
in Gun Metal Calf. 

A, B and C. 


Chow 
Tan 3-Eyelet Tie, 
gator Tongue, 1 


TW ¢ ’ 
with . . Also in 
Black Calf, lin. Heel. 
$3.60 


Terrier 
Doggy Tan Oxford, 1 in. 
““Wingfoot’’ Heel. 
A, B and ©, 
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cherry patent, iridescent patent and 
gun metal patent kid are among the 
strong leathers for day wear. This 
firm is introducing a peach colored 
satin kid and other shades for eve- 
ning wear. They have silver or gold 
kid trimmings. They are shown in 
open-shank sandal effects and operas, 
both of which sell well. 

Blue kids are being shown in sev- 
eral stores but as yet have not sold 
in any quantities. 


Rochester 


OCAL merchants report a slump 
in business at the present time. 
For the month of September early 
reports were fairly satisfactory, but 
during the last week of the month 
and the first week in October the 
business has been very spotty. The 
present slow business is partly ex- 
plainable by the  unseasonable 
weather and local merchants antici- 
pate a good demand for new foot- 
wear with the arrival of real fall 
weather. 

Black footwear is still the out- 
standing style feature. Patents 
continue to be exceptionally strong. 
Velvets are reported to be gaining 
in popularity and there is a good 
demand for velvets in all grades of 
women’s footwear. 


St. Louts 


ITH the entire city celebrating 

the World Series on Tuesday, 
Wednesday and Thursday, retail 
shoe business in the downtown dis- 
trict for the week ending Oct. 9 was 
completely halted. Those that were 
not at the baseball game were 
crowded around radio loud speakers 
scattered throughout the downtown 
district. 

There was some activity on eve- 
ning slippers, the demand being cre- 
ated by the Veiled Prophet’s Ball on 
Wednesday night, St. Louis’ most 
exclusive social function during the 
year. It is the opening of the gala 
season for society and unquestion- 
ably the most fashionably dressed 
event as well. Silver slippers pre- 
dominated at the affair. Kid was 
the popular selection of those mak- 
ing their début at this gathering of 
the city’s fairest women. One- 
straps and plain operas led the pro- 
cession in the pattern field. One- 
straps showed a slight advantage 
over the pumps. A few buckles 
were worn. It could hardly be said 
they were popular from the few that 
were observed in this immense gath- 
ering of 5000 individuals, where 
only full evening dress was ad- 
mitted. Men in dinner jackets are 
not admitted. 





Final reports on last Saturday’s 
business indicated one of the best 
days in a long while. One large 
store showed a gain over last year 
of some $1,200. The first few days 
of October are forging ahead of the 
same period of a year ago. October 
of 1925 was an excellent month, 
favored mostly with extreme cold 
weather, which stimulated business 
to the utmost. It will mean a big 
effort this month to surpass the suc- 
cess of previous years’ figures. 


Milwaukee 


ILWAUKEE shoe retailers are 

thoroughly satisfied with the 
sales which are being made now, and 
all reported that the week was very 
good for the sale of all kinds of 
shoes. The ladies are continuing to 
buy patent leathers more than any 
other shoe, in the straps, pumps, and 
some ties. Reptilian leather is find- 
ing a very good market in Milwau- 
kee. One of the retail stores said 
that its large lot of snakeskin shoes 
moved very rapidly and now is en- 
tirely depleted. Alligator leather is 
also popular in both the entire alli- 
gator and the combinations of 
brown, and black patents. Dark 
shades of brown are moving well in 
the ladies’ shoe departments in Mil- 
waukee, particularly for wear on the 
streets. 

Ties and straps are in heavier de- 
mand than other styles for this use. 
There has not been much call to date 
for suedes but some of the stores 
reported selling a few combination 
suede shoes. A few satins and vel- 
vets are moving but the volume is 
light. One of the department stores 
reported doing an excellent business 
on a recent Saturday which de- 
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veloped into one of the best days in 
several weeks. The volume in the 
ladies’ footwear at this store on that 
day and since has been largely made 
up of the patents, with tans and 
browns and combinations moving 
well. 

Blacks, browns aud tans are mov- 
ing about equal in the men’s depart- 
ments, according to the retailers. 
The plain blacks are in favor, espe- 
cially in the higher grades of shoes, 
but there has been some. call for 
grain leathers. In the popular- 
priced shoes, tans and browns are 
the leaders, and the men are taking 
them with the fancy eyelets and 
wide toes. Grain leather is in good 
demand in this class of footwear. 
Some of the store managers are of 
the opinion that the wide toes will 
not pass out of favor for several 
months, confirming the reports of 
the manufacturers. 


Minneapollts 


LONG run of wet, disagreeable 
A weather put considerable of a 
kink in business during the past 
month. Fundamental conditions 
have been average. The farmer 
came out of the summer a little bet- 
ter off than it looked as though he 
would, and thus the foundation has 
been laid for making something of 
a headway against the status of af- 
fairs that has prevailed in this sec- 
tion for some time. Conservatism 
naturally is the prevailing tendency 
among shoe men under the circum- 
stances. Brown patents, snake skin 
and suedes are making headway in 
style favors. A new evening pump 
cut to the extreme on the sides is an 
attractive and stylish number. 
Cuban heels predominate in every- 
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WILLOW 
CALF 


FOR WOMEN’S SHOES 














KIDDY APPEARANCE WITH 
CALF STABILITY 








COLORS FOR 1927 





PASTEL PARCHMENT 
STONE 

ROSE BLUSH 
STROLLER TAN 
SPANISH RAISIN 





Write for Samples 
































Boston New York Chicago St. Louis Cincinnati 
AMERICAN HIDE & LEATHER CO., LTD. 
Northampton and Leicester, England; Paris, France 


CALF, KID AND SIDE UPPER LEATHER TANNERIES 
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Dolliver & Bro., San Francisco, Cal., Agents for the Pacifie Coast and Orient. 
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thing except the exclusively evening 
wear. The new style system, with 
complete costume of units to match, 
is making considerable of a hit; foot- 
wear, bag and hat, and sometimes 
the gown or coat, all being on the 
same color scheme. 


San Francisco 


~ UMMER-LIKE weather has been 
S helping San Francisco retailers 
maintain the new high mark set by 
September sales, The past two 
weeks have been marked by the in- 
troduction of more novelties in rep- 
tilian and jungle animal effects and 
the appearance of still newer shades 
1f blues and brown kids, but have 
brought no real change in the lead- 
ership of materials and models. 
Patents both plain and trimmed con- 
tinue to lead in demand. Kids in 
warm brown tones and reptilian 
leathers, both real and simulated, 
have been selling almost as readily, 
due, perhaps, to their adaptability 
for fashion oxfords, which continue 
to be extremely ~popular for street 
wear. In the general run of stores 
they continue to have first call, but 
in many. of the style shops pumps 
are registering heavily, while in 
thers straps retain their lead. 

Brown and black suedes are much 
better than a month back, though 
the bulk of the selling in this leather 
seems to be done at present in the 
very popular-priced lines, an un- 
usual turn of events for San Fran- 
cisco, 


San Francisco’s grand opera sea-° 


son brought a heavy call for evening 
pumps. Two-tone kids and combina- 
tions of metallic kids and brocades 
were featured in the higher-priced 
lines.- An unusual model of silver 
kid with insets of rose-colored 
Aubusson tapestry, with rose-colored 
decorative effects on the heel, was 
shown by the White House at $35. 

Betause of continued warm 
weather, the demand for black ox- 
fords for men has not reached any 
marked proportions. On the other 
hand, they are buying plenty of the 
Scotch grain leathers in broad and 
medium lasts. A slightly increased 
demand is being experienced for the 
narrower toe, higher arch and heel 
types in the. better lines. 


Open New Ford Store 


SAN FRANCISCO—Ford’s five chain 
of shoe stores have leased the store 
at 930 Market Street, formerly oc- 
cupied by Feltman & Curme, and 
are featuring a line of $5 shoes ex- 
clusively. ; 
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Expect 2000 at Pennsylvania 


Retailers Convention 


HILADELPHIA.—Fully 2000 

retail shoe merchants from 
Pennsylvania, New Jersey, Dela- 
ware, Maryland, Virginia and the 
District of Columbia are expected 
to gather at the Willard Hotel in 
Washington, on Jan. 24, 25 and 26, 
1927, for the annual convention of 
the Pennsylvania Shoe Retailers’ 
Association, which also is organiz- 
ing a regional association to include 
the States mentioned. The conven- 
tion committee is arranging the best 
program this live-wire organization 
ever has staged, and it has put on 


some good ones in the past. A 
strenuous campaign is being con- 
ducted to make the forthcoming con- 
vention the largest in the history of 
the Association. 

Plans have been made, too, for the 
showing of about 100 manufac- 
turers’ sample lines, in addition to a 
style show in which the new spring 
shoe fashions to harmonize with 


Christian Ludebuehl, Pittsburgh, 
Pa.; first vice-president, Alonzo N. 
Foster, Uniontown, Pa.; second vice- 
president, George W. Ludebuehl, 
Pittsburgh, Pa.; secretary, C. J. 
Mensch, Pittsburgh, Pa.; treasurer, 
Lee Reineberg, York, Pa., and man- 
aging director, C. J. Mensch. 


Too Much Volume; Too 


Low Mark-Up 


PROVIDENCE, R. I.—A well attended 
meeting of the local retail shoe mer- 
chants’ association was held here 
Tuesday night, Oct. 5, the speaker 
of the evening being John J. Holden, 
shoe buyer and merchandiser for 
Oppenheim, Collins & Co., which 
operates seven department stores, of 
which the largest is in New York 
City. 

Mr. Holden spoke of the fallacy 
of trying to increase profits via the 
volume route and pointed out. that 
in many cases the cost of getting 
additional business has been found 
to be excessive. He urged, instead, 
a rigid investigation of the cost of 
doing business and a proper and 


“commensurate mark-up on all mer- 


chandise—a mark-up sufficient to 
care for all the subsequent mark- 
downs and other cost items so fre- 
quently overlooked. 

He urged higher mark-ups even 
on staple footwear of the comfort 
type—usually considered the bread 
and butter of the retail trade and 
hence sold at a lower margin of 
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QUAKER 


Color 22 


BROWN 


Established—as shown by an un- 
diminished demand—as the most gen- 
erally satisfactory medium brown 
shade in glazed kid with world leaders 
in shoe quality. 


QUAKER CITY MOROCCO CO. 


519 Huntingdon St., Philadelphia 
95 South St., Boston 
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September. 






ing with approval. 













Boston 


HE factories in and around Bos- 

ton continue satisfactory ac- 
tivity, and are looking forward to 
even greater business a little later 
in the season, when their retail shoe 
store customers have “digested,” or 
distributed the merchandise which 
they bought a few months ago. Shoe 
manufacturing and retail shoe store 
selling, in the opinion of a big whole- 
saler recently 
about five weeks apart, with many 
new samples submitted by makers, 
and rejected by the big buyers, be- 
fore a shoe which looks like a good 
seller is accepted and put through 
as a volume proposition. 

Sport shoes for women are going 
through the works in large num- 
bers; one local jobber has recently 
purchased a thousand cases of sports 
for women; these shoes are made 
with balloon toes, leather heels, and 
reptile trims. Black gun metal calf 
is selling equally strong with tan 
calf. Reptile trims on black kid, or 
patent, appear in the new samples. 
There are many all-black patent 
leathers and some black velvets; 
cherry patents are coming strongly 
—satins are a little slow—black 
suede in combination with other 
leathers is being shown in goodly 
numbers. 

The jobbing houses of Boston who 
buy in big lots, and in many cases 
take the outputs of several local fac- 
tories, also buy slow sellers and 
cancellations from other parts of the 
country, and keep one or more 
highly-trained shoe appraisers at 
headquarters to put various valua- 



















































cently, between the fall and spring runs. 


interviewed, keep 
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Shoe Production Maintained 


at High Level 


Patent and Black Show No Signs of Waning 


tions on these shoes, in accordance 
with what they think are their pres- 
ent resale value. An _ interesting 











Daley Off to Europe 





John J. Daley 
John J. Daley, one of our suc- 
cessful younger manufacturers, 


sailed on the “Homeric” for a busi- 
ness trip through the European 
market. Mr. Daley is well known 
in the shoe trade for his many re- 
cent patents on shoes and box toes. 
He will demonstrate his new box 
toe on this trip, and if his Euro- 
pean success parallels his local suc- 
cess he is sure of a fine trip. 

Mr. Daley is treasurer of the Ar- 
den Box Toe and also of Daley 
Bros.’ Shoe Company. - 





a. little decline in productive activity from the high points reached in August and 
In the main, however, production apparently is ahead of the same 
time last year, and sufficient business is on the books to insure a high rate of activity 
for several weeks. It is likely that there will be less let-down than has been the case re- 
New samples are being shown and are meet- 
In a few weeks the spring season will be given consideration at the 
Joint Style meeting at the Hotel Astor, New York, Nov. 4 and 5. Black still predomi- 
nates in women’s shoes now being produced, with patent leather as the leading material. 
Good demand for evening slippers is reported in factories making this type of footwear. 
Men’s shoe factories report continued good demand for their products. 


fe: country’s shoe factories are still busy, although in some points there has been 


consignment of 700 pairs of high- 
grade welts from a western section 

as recently received by one of the 
ocal wholesalers, and was resold to 
a bargain basement in this section 
for about half the price at which 
these shoes were made to sell. Bos- 
ton wholesalers report, however, 
that despite financial troubles and 
slow business here and there, the 
country over, trade with progressive 
and well-established houses is gen- 


erally good. 


Haverhill 


OWERED production figures the 
past week in no way indi- 
cated an end of the fall run of busi- 
ness and, except in the cutting 
rooms, local factories continue gen- 
erally active. Shoe men expected to 
continue a big volume production un- 
til the end of the month. Cutting 
activity fluctuates with factory con- 
ditions, but orders continue coming 
into the city. 
Turn footwear is moving better 
than early season forecasts indi- 
cated, and the -better grade turn 
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“AU the Leading Lines 
from All the Leading Markets 


One Month Earlier 


iF ‘siege year every merchant has 
a privilege heretofore possi- 
ble to only the largest buyers— 
that is, compare all the leading 
lines from all the Leading Shoe 
Centers late in November instead 
of early in January. 


New Spring Styles from all the 
St. Louis Lines, and from 

the best lines from all over 

the country will have their 

first combined showing 
here—authoritative styles 
which will again be dis- 
played at later shows in 
January. 


Here is a tremendous op- 
portunity for wide-awake mer- 
chants to get accurate informa- 
tion of what’s coming in Spring 
away in advance. 


Buying at this time assures de- 
livery in time to introduce the 
new Styles in January and Feb- 
ruary, turning red figure days 
into red letter sales days. 


You will be able to close out your 
present stock intelligently at a 
profit during the holiday rush, in- 
stead of sacrificing it in January. 


You will have new stock in Jan- 
uary—fresh and full of life. 


It will be a gorgeous show—with 

plenty of real entertainment 

mixed in. Make your reservation 

now. Hurdle the mental hazard 

that makes you say, “I can’t get 

away” and stops your progress to 
profits that you are en- 
titled to. 


Why can’t you get away? 
Give yourself one reason 
big enough to justify a 
sacrifice of the very great 
benefits of attending. 
Think it over. Run your 
business like the biggest 
and most successful buyers do. 
Know what’s coming. Depend 
on knowledge, not on guesses¢ 





Make your hotel reservation now with 


MR. F. A. MAHLER, Secy. 
1602 Locust Street St. Louis, Mo. 











St. Louis Shoe Manufacturers’ 
and Wholesalers’ Assn. 


November “33” "53° December “1” 


29, 


Third Annual StLowis — 
Pageant of footwear fashions 
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of the combination strap and oxford 
type. Side-lace oxfords are becom- 
ing common, also the filled-in front 
patterns in two-tone leathers. 
Tongued pumps also show strength 
as the season advances. 

Colors do not enter the picture to 
any degree to date, except for trim- 
mings. Patent, suede, kid and vel- 
vet in blacks hold the same promi- 
nence of past weeks. Some tans, an 
occasional gray, and now and then 
a reptile creation speaks for the rest 
of the field. 

The men’s slipper business is be- 
ginning to improve in several fac- 
tories and promises a seasonal run 
of substantial proportions. 


Lynn 


CTOBER production continues 

. in volume. Styles are vibrant 
with life again, both life in color 
and line. “Tri-tones” are gaining. 
A typical Lynn “Tri-tone” is of 
beautiful brown suéde, trimmed with 
copper luster calf and piped or 
French corded with blond. Possi- 
bly eyelets are worked with blond 
thread. Another “Tri-tone” is of 
patent and reptile, with a piping or 
banding of contrasting color or 
grain. 

A similar idea is found in “three- 
piece shoes,” as for instance, a vamp 
of patent, a shank of reptile and a 
quarter of patent or dull leather, 
the shank piece being carried on 
curving lines around the quarter so 
that it produces the effect of a two- 
piece quarter. Usually, the heel 
covering matches the shank piece. 

These “three-piece-shoes” as well 
as the “Tri-tones” tend to make the 
foot look smaller. Since some new 
lasts are longer and narrower of 
toe, these patterns that make the 
feet look smaller may be useful to 
clerks who deal with women who 
take pride in small feet. Yet some 
of the new models frankly reveal 
lines of length. 

Patent leather is a foremost 
stock. But patent leather no longer 
means just black leather, for Lynn- 
ers are using copper luster calf or 
“Abbo” patent leather, gun metal 
patent kid (an imported stock), 
blue patent, stone gray patent, and 
iridescent patent. Besides, tanners 
are showing samples of iridescent 
bronze, mother of pearl patent, and 
some other shiny leathers that radi- 
ate each a dozen or more colors. 

High front oxfords and high 
tongue pumps are in brisk demand. 
Buckles are set up high, too. Often 
the height of the front of the shoe 
is enhanced by dipping the quarter, 
on D’Orsay lines... . ‘ 
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Off to Europe in Search of 
New Leathers 


NEw YoRK—Following many post- 
ponements, due to an unusually 
active business which necessitated 
his remaining in this country, S. 
Buchner, president of the Leather 
de Luxe Co., is sailing on Oct. 23 
for an extensive trip abroad. The 
purpose of this trip is to supervise 
the building of the new Leather de 
Luxe line for the spring of 1927. 
Mr. Buchner intends to visit all the 
prominent European leather mar- 
kets, and has plans afoot to create 
the most original and exclusive line 
this house ever has presented. The 
postponement of the trip will nat- 
urally bring him back later than he 
expected, but in the meantime he in- 
tends to send to his office samples 
of the new ideas in fancy leathers, 
as well as actual merchandise. 

Since going into the leather busi- 
ness, Mr. Buchner has achieved a 
nationwide reputation as one of the 
leading importers of fancy and nov- 
elty leathers. His house is constant- 
ly in touch with centers of fashion 
all over the world, and the shoe 
trade has come to look upon the 
Leather de Luxe Co. as headquar- 
ters for material of this character. 

In a recent interview, Mr. Buch- 





S. Buchner Ms 


ner stated that it his opinion ‘that 
the vogue for fancy leather effects 
in shoes would continue indefinitely. 
He feels that the idea has just taken 
hold in this country and that the use 
of leathers of this type in footwear 
will increase the production and 
sale of women’s shoes as a whole. 
He was one of the first to exploit the 
idea of combining the costume and 
the shoe. 





High heels are in larger demand 
than ever, according to a number of 
Lynners. Some of the rising gen- 
eration have never worn anything 
but high wood heels since they left 
school. This is the high heel age. 
Heels are built up high so that they 


fords can be fitted to more feet. One 
student of styles and sizes says that 
less than 25 per cent of the feet that 
come into stores can be fitted prop- 
erly with pumps. He means plain 
pumps, such as now are selling. 
Some buyers are ordering more 
sizes. Evidently they plan to get 
more feet fitted right. Buying is 
steadier, as well as closer. So the 
factories run more steadily, with the 
traditional dull spells of between 
seasons becoming fewer and fewer. 


Brockton 


UDGING from the enthusiasm 
with which newest of the foot- 
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IN-STOCK SHIPPING SERVICE 


On Novelties That Your Trade Is Demanding 


} 


RDER from these numbers today. Promptly after your order is 

received these styles that smartly dressed women are demanding 
right now will be on the way to you. A house equipped to give such 
quick service on smart style merchandise is a good house to tie to. 


Brown kit Shoes 


Jor Women 








D555—“Brown Dilt”, 






















D570—“Brownbilt” 


Women’s black satin D’Orsey pump, plain 
toe, single sole, 17/8 covered wood spike 
heel, imitation turn, Pageant last, AA 4-8, 
A 3%-8, B 3-8, C 2%-8.......... $3.75 


D571—Same in. patent...........:. 3.75 





AA164—“Brown Dilt” 


Women’s patent Carleton side lace oxford, 
plain toe, single sole, 17/8 covered wood 
spike heel, Pageant last, AA 4-8, A 3%-8, 


B 8-8, © 2%-8...... cc eee eeccees $4.35 
AA165—Same in cedarwood calf, Madrid 
suede trimmed ......0..--ee00455 $4.65 


ST. LOUIS 


AA168—“Brown bilt”, 


Women’s golden brown kid Valencia pump, 
gold buckle and piping, plain toe, single 
sole, 17/8 covered wood spike heel, imita- 
tion turn, oa last, AA 4-8, A 3%-8, 
BS 84.0 S04.. .255- keeae ei at $5.35 
AA166—Same in black satin, silver buckle 
Ce BARD ~. 6... conden 0tdec status $4.85 
AA167—Same in patent, silver buckle and 
GEO Fie o v9-0:0 60 event Cndentawel $4.85 


D534—“Brown bilt” 
Women’s patent Jeanette i1-strap, 13/8 
covered wood box heel, plain toe, single 
pote imitation turn, Gior last, AA 4-8, 
A 3%-8, B 3-8, C Si RR Aa 
D535—Same in Sauterne kid....... 4.35 
D533—Same in black kid........... 3.85 





Wwows Qnoe Gousgesony, 


Manufacturers 








Women’s black velvet Sailor tie, plain toe, 
single sole, 13/8 covered wood Cuban heel, 
imitation turn, Gloria last, AA 4-8, A 3%- 
8, B 8-8, © 2-8... csc ecccceces $3.85 


D554—Same in patent......:.....4 3.85 





D547—“Brown bilt” 


Women's cedarwood calf Fairmount 3-eyelet 
tie, lizard trimmed, single toe, 13/8 cov- 
ered wood Cuban heel, imitation turn, 
Strut last, AA 4-8, A 3%-8, B 3-8, 
© R9G6 2.65... tethiveenGhewcad $4.35 


D546-—Same in patent............. 4.35 





U.S. A. 
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inspection of the new high-arched 
lines, but there is not the rush to 
the new stuff that was anticipated. 
Most of the buyers seem to be a bit 
wary, particularly about the most 
extreme high heel, some of which 
have been made up to almost two 
inches high, but there is good move- 
ment to goods represented by the 
happy medium—a shoe with a 10 to 
11-8 heel and medium custom toe. 

With the exception of half a 
dozen factories, there were none 
closing more than a day to allow 
employees to take in the big fall 
exhibit here, and some continued 
operations, allowing those who cared 
to go to do so. Shipments soared 
over 11,000 cases during the week, 
the banner period this year. 

Blacks were turned out in large 
volume during the week, and there 
was good cutting of dark tans. Very 
few high-heeled shoes of the new 
type were sent through, although 
there was some movement of the 
medium height footwear for men. 
Women’s line production was the 
most varied in many weeks in the 
larger shops. Factories turning out 
the shoes for jobbers still are cling- 
ing to the semi-brogue ideas, wait- 
ing until the public is educated to 
the newer models before shooting 
into production of these without 
knowing they will be popular. 


St. Louts 


USINESS in the wholesale dis- 

trict for the week ending Oct. 
9 continued to hold well. Hundreds 
of merchants poured in from every 
section of the country, all seeking 
baseball tickets. Every effort was 
made by the wholesale houses to 
care for their customers, but due to 
the terrific demand for seats and 
the fact that the wholesale houses 
were not favored with special allot- 
ments of tickets, it was extremely 
difficult for merchants to under- 
stand why their requests could not 
be granted. Few visiting merchants, 
however, failed to see at least one 
game. 

October is expected to be better 
than last year. Optimism radiates 
from executives in various houses 
when discussing future business. 

Patent leather holds well in the 
style field. A caracul calf shoe in 
black was a new note observed in 
one of the leading style houses this 
week. Three pumps shown in this 
same house ‘were adorned with large 
square buckles. Some say there 
may be a comeback for this vogue. 





Milwaukee 


ATENT leathers are in the 
Pp greatest demand among the 
Milwaukee manufacturers, in ladies’ 
shoes, at present, with about fifty 
per cent of the demand for pumps 
and ties, and the balance for straps. 
The one-button straps are in favor, 
according to’ some of the manufac- 
turers. Black suedes, satins and 
velvets are being made up but not 
in as large quantities, as will be the 
case later in the season. One of the 
firms reporting stated that -eighty- 
five per cent of the style shoes now 
being produced are patent leathers 
and the remainder are darker 
shades. In the plainer footwear, 
there is a demand for fancy stitch- 
ings and also for some trimmings. 
The call for plain shoes has shown 
an increase during recent weeks. 

All of the factories are producing 





A Quilt from Shoe 
Pieces 


LYNN—Mrs. Emma G. 
Steeves of Lynn has made a 
bed quilt of trimmings of 
shoes from factories. This 
quilt has in it 800 pieces of 
fancy leather, including rep- 
tiles. It is of the traditional 
bed quilt pattern. 

Mrs. Steeves has also made 
sofa cushions and other arti- 
cles of remnants of fancy 
leather. 


mixtures in the darker shades, and 
some brown kids are being made by 
a few. Production on children’s 
shoes is very good, with the ten- 
dency strongly toward the low shoes, 
although the factories are still sell- 
ing good lots of high shoes. 

Men’s shoes continue about the 
same, with the blacks having the 
edge on the tan and brown shades 
at present, although the light colors 
are still in vogue and the volume of 
business on them has been good. 
One of the manufacturers of men’s 
shoes stated that, despite the fact 
that wide shoes are said to be de- 
clining in favor, he did not believe 
that the narrower toe would sell as 
well as the wide toes for some time, 
even in the high grade shoes. 

In the staple lines such as work 

in 
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Shoe Production Gains 


WASHINGTON.—The Department 
of Commerce announces the follow- 
ing information with regard to the 
production of boots and shoes in 
August, 1926, based on reports re- 
ceived from 1000 manufacturers, 
representing 1147 factories. 

The total production of boots and 
shoes during the month of August, 
1926, amounted to 29,495,558 pairs, 
as compared with 25,051,963 pairs 
in July, and 25,040,680 pairs in June, 
1926, 28,486,012 pairs in August, 
1925, and 25,478,054 pairs in 
August, 1924. Comparative figures 
for January-August show 208,853,- 
701 pairs produced in 1926, and 213,- 
694,785 pairs produced for the same 
period in 1925. 

The August production included 
7,972,421 pairs of men’s shoes 
(high and low-cut, leather), 1,946,- 
451 pairs of boys’ shoes; 10,786,255 
pairs of women’s shoes; 3,073,222 
pairs of misses’ and children’s 
shoes; 1,980,109 pairs of infants’ 
shoes; 333,617 pairs of athletic and 
sporting shoes (leather), 372,349 
pairs of shoes with canvas, satin, 
and other fabric uppers; 405,665 
pairs of all-leather slippers for 
house wear; 2,051,348 pairs of part 
leather slippers for house wear, and 
574,121 pairs of all other leather or 
part-leather footwear. 


Coblentz Back from Paris 


NEw YorK—Louis Coblentz, man- 
ager of the New York branch of 
Leon Weil, Inc., jewelry and shoe 
ornament manufacturers of Paris, is 
back, following an extended stay at 
the home office. He reports an ex- 
ceptionally fine trip and has brought 
back many new effects in shoe orna- 
mentation. 

Mr. Coblentz makes periodicai 
trips abroad for the purpose of ar- 
ranging each new season’s line, all 
of the company’s merchandise being 
imported. 

Prominent in the company’s show- 
ing this fall is a most extensive 
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One of the New Menzies Plants 









are 


Ground was broken for this new Menzies Shoe Com- 
pany plant at Cookeville, Tenn., on July 19. The above 
photo was taken September 24. Some speed! 

The plant consists of one story and basement. It 
is 250 feet long and 150 feet wide. The plant will be 


devoted entirely to unlined nailed shoes. 


It will have 


a capacity of 4000 pairs a day. 
Another producing branch of the Fond du Lac firm 
will soon be in operation in London, Wisconsin. 











Rochester Shoe Merchants 
Meet 


ROCHESTER, N. Y.—Representa- 
tives from practically every shoe 
store in Rochester attended the Oc- 
tober meeting of the Rochester Re- 
tail Shoe Dealers’ Association, held 
at the Powers Hotel on Thursday 
evening, Oct. 7. 

A. W. Schivents, chief executive 
of one of the largest shoe store 
chains in the, world, addressed the 
meeting on the subject of “Modern 
Shoe Merchandising.” Following 
the address a round table discussion 
was held and the rubber situation 
was discussed at length. 

Officers of the Rochester Associa- 
tion are: President, Fred L. Myers; 
first vice-president, Leonard Gold- 
stein; second vice-president, Jack 
Collett; third vice-president, Philip 
Leckinger; fourth vice-presiden* 
Ernest R. Park; secretary and 
treasurer, Allan B. Draper. 


William Cohan Moves 


NEW YorRK.—William Cohan, re- 
tailer of women’s shoes, is remov- 
ing his store from 1630 Broadway 
to 14 West Fiftieth Street. 








Geo. F. Johnson St. Louis 
Visitor 

St. Louis—Geo. F. Johnson, presi- 
dent of Endicott-Johnson Corpora- 
tion, was in St. Louis last week vis- 
iting the local distributing plant of 
the company. He was also the spe- 
cially invited guest of Judge Kene- 
saw Mountain Landis at the St. 
Louis Cardinals-New York Yankees 
World’s Series games. The Judge 
and Mr. Johnson were seated in a 
box immediately adjoining the Yan- 
kee dugout. Roger Lord, general 
manager of the St. Louis house, to- 
gether with Mrs. Lord, were guests 
of Judge Landis at Thursday’s 
game. ; 


Stage Fall Style Show 

~RACINE.—The Walk-Over Shoe 
store at Racine, Wis., cooperated 
with the Arcade Smart Shop in pre- 
senting a fall style show at the State 
Theater here, to open the new sea- 
son. Six professional models ex- 
hibited the latest in sport, street and 
dress footwear at the revue. Ad- 
vance fall footwear models were 
secured by the Walk-Over store, and 
while the revue was in progress 
during the week, special window dis- 
plays were installed by the store. 
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This Store Gets 6 Times Turnover 





This picture of an attractive shoe any kind of service that they think 
store is not being run just because will be appreciated by their cus- 
the light green woodwork and the tomers, from minding babies, wash- 
rose-colored box labels make it look ing automobiles, to picking fleas off 
pretty, or because it is the only ex- the dog. Such things as laces, heel 
clusive women’s shoe store between liners, are never charged for, but 
San Francisco and Portland. This given with the compliments of the 
is the rr mgr it as gets .. mar store. Merchants are warned not to 
eng they =, 2 Y try doing these foolish things, and, 
R. B. and H. B. Strang, called The what is more, to have a house full 
Bootery, and is located in Medford, of new pretty shoes, or the same fate 


Ore. It was started four years ago 
ith 00 st ; may befall them as happened to the 
With oe Gene Sek 96.900 SOF “ Strang brothers; they had to buy 


in 1,400 the first month at retail, 

and has been moving right along the lease of the store next door, 

ever since. throwing it all into one big store. 
The business was built by giving 80 that they might have room 

service, foot service, fitting service, enough for all their customers. 











Clevelanders to Have Clam 
Bake 


Einstein Now Exclusive 


Agent for Heyl Kid 


New YorK—The famous black, CLEVELAND—One of the most im- 
colored, gold and silver kid and nov- portant events -of the year, from a 
elties made by the Heylsche Le- recreational standpoint, is the frolic 
derwerke Liebenau, G. N. B. H., and clam bake for store managers 
Worms, Germany, will be sold in and clerks in Euclid Avenue stores 
this country hereafter through the that will be held Sunday, Oct. 17, 
exclusive agency of J. Einstein, Inc., with the Stone Shoe Co. acting as 
9 Spruce Street, New York, it has host. 
been announced. Baron Ludwig von Festivities will begin in the morn- 
Heyl, with Herman Maus and Al- ing and last all day. It will include 
fred Schmidt, directors of the con- golf, horse shoe pitching, boxing, 
cern, have been in this country for and baseball games between teams 
some time for the purpose of select- representing the different stores. 
ing an exclusive agent, and finally In the interest of a better spirit in 
determined upon the J. Einstein the trade, baseball teams represent- 
firm. ing the different stores have been 

Baron von Heyl, together with his playing games during the summer. 
associates and Monroe Einstein, are This rivalry will be continued at the 
now visiting the pooncky shoe manu- outing. 





distributed to the trade as soon as are set for a grand. 
sample books are completed. Stocks F. J. Zaner of the Stone Shoe Co. is 
charge of the arrangements for 


be carried in New York. 
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HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 
of 
SHOES and RUBBERS 
Every Wednesday and Friday 
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HAND TAILORED 
HAND LASTED 


BION F-ReyNoios Cow, 


TON, MASS. 












STOCK DEPT. 5 


SNAPPY SNAPPY 

ACTION! STYLES! 

“They've Cot to Be Stetson 
Snappy” 





to Be 
THE STETSON SHOE CO., Inc. 








South Weymouth, Mass. 



































FW. Goteee, Bree, ft — Bales 
F. E. JONES CO. 


FANCY COLORS 


MAT KID 





95 SOUTH STREET BOSTON, MASS. 



































IN STOCK 
$1. 00 —5% 10 


turn; rubber heel; 
rights and lefts: 3 to 8. 
WM. SUMNER SMITH 


325 Monroe Street Chicago, til. 








Sooty: 


REG'sTERFO 


The Quality 


Pullman Slipper = 
RED BLACK TAN 





Swan ShceCo., Baltimore, Md. 











PARISTYLE FOOTWEAR MFG. CO., INC. 


41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 1116, 1328 B’way 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 

$24.00 per doz. and Up. 





Better 
Grade 
BEST-EVER 
Soft-Sole Leather 
Boudoirs and Novelty 
Kimono Sahdals 
Write for Prices 


BEST-EVER SLIPPER CO., Inc., BROOKLYN, N. Y. 








Novelty Slipper Co. 
Makers of 
Boudoir Slippers of the 
Better Kind 


121-131 West 19th Street 
New York City 














PULLMIGN TRAVELING SLI 
better"than ever in Quality and fit 
owners of Thade Mork’ Pullman’ 
MADE ONLY IN GENUINE 
GLAZED KID 
Colers—Black and Brown 


full sizes 3 toll in Stock 
1. 304 USTIN ¢ Cc 0. 





GOODWIND 
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Everett, Wash., Store Expands and Adds Stores 


Hereafter the 
Everett Depart- 


pying the four- 
_ To the story building 





in an 


Afternoon Slipper 


jun 
I. MILLER 
Gifth Avenus 


ment store of 
Everett, Wash- 
ington, will oper- 
ate under the 
name of Rum- 
baugh’s, accord- 
ing to announce- 
ment of company 
officials Wednes- 
day. 
Founded 
in 1893 at 2815 
Chestnut Street 
by James Barron 
as the Barron 
Furniture Co., a 
second-hand 


vogue of 
reptile skin and 
patent so smartly 
expressed as in 
this high- 
arched slipper! 
Just the model for 


your newest and 
daintiest after- 





store, the firm is 
just completing 
its thirty-second 
year of business 
in the city. 

At a later date 
the company changed its location to 
the corner of Hewitte Avenue and 
Walnut Street, where new furniture 
and carpets were added to the stock. 
In 1908 the firm moved again, occu- 


et erected by Peter 
Women Renning at 2815- 
17 Colby Avenue, 
its present home. 
The change was 
made on Septem- 
ber 1 of that 
year, when Mr. 
Barron sold his 
interests to M. J. 
Rumbaugh of 
Colfax. 
January 1, 
1915, Mr. Rum- 
baugh purchased 
all of the stock of 
the Barron Fur- 
niture Co, and 
assumed complete 


t 
iT 


fee til 
ia 
iit A 


| 


MI 
| 


N 








Everett Department Store 


management, 
changing the 
name to the Ever- 
ett Department 
Store. Since that date the store has 
been enlarged by additional depart- 
ments, until now the firm has a 
complement of forty-six depart- 
ents. 





Feature Shoes in Style 
Reviews 


ROCHESTER, N. Y.—B. Forman & 
Co., one of the leading women’s ap- 
parel houses of Rochester, cooper- 
ated with the members of the 
Chatterbox Club, a local society or- 


ganization, in the staging of a 
Fashion Promenade. at the Hotel 
Sagamore on Friday afternoon of 
last week. Members of the Chatter- 
box Club displayed genuine Paris 
fashions imported by B. Forman 
& Co. ; 

McCurdy & Co. recently arranged 
a shoe style display for the benefit 
of the members of the Smith College 
Club and report a good response to 
the showing of new styles in foot- 
wear. 


Cc. L. Blaine Attends A. F. L. 
Convention 


BostoN—Charles L. Blaine, gen- 
eral secretary-treasurer of the Boot 
& Shoe Workers’ Union, has been 
in Detroit attending the annual con- 
vention of the American Federation 
of Labor. 


Merchants-Salesmen’s 
*““Meet’’ 


SYRACUSE, N. Y.—The next meet- 
ing of the Syracuse Retail Shoe 
Salesmen’s Association at 7 p. m., 
Oct. 19, at the Chamber of Com- 
merce Building, will be held in con- 
junction with that of the merchants. 
At this joint “get-together” T. J. 
Bergen of Bergen-Rindge Shoe Co., 
Auburn, N. Y., will give a talk on 
shoes from the manufacturer’s 
standpoint. 

The Syracuse Retail Shoe Sales- 
men’s Association, which is less 
than a year old, is well launched, 
and in addition to receiving the 
hearty indorsement of the Syracuse 
Merchants’ Association hopes to en- 
roll quite a number of the merchants 
as associate members at the Oct. 19 
meeting. 


Kuester to Open Store 


MENASHA, WIs.—Roy Kuester has 
announced that he will open a new 
shoe store at 208 Main Street in 
Menasha within the next few weeks, 
featuring the Selz line of shoes in 


all grades. 
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SAN ANTONIO—Jack E. McRae, 
manager of the local Walk-Over 
Boot Shop, recently put across a 
piece of newspaper publicity which 
not only gave him much free adver- 
tising but which helped all the other 
merchants of the city as well. 
Summed up, it told the people of 
this city that real styles were being 
created here and that even New 
York had been forced to follow “San 
Anton’s” lead in the matter of foot- 
wear style. The newspaper article 
was illustrated with a cut six col- 
umns wide showing local styles, one 
of which was created by Mr. McRae. 
The article read as follows: 

“San Antonio in the rile of 
fashion dictator! 

“For a change the East is follow- 
ing San Antonio’s lead. 

“Shoes, the toes of which New 
York said must be pointed this sea- 
son, are extremely rounded and even 
blunt in San Antonio and points 
west. And now New York is modi- 
fying its dictum, and copies of 
shoes designed by a San Antonio 
man are being presented to New 
York by at least three Eastern 
manufacturers, and New York likes 
them, according to letters of con- 
gratulations which have just been 
received by Jack E. McRae, manager 
of the Walk-Over Boot Shop. 

“The name of the shoe designed 
by Mr. McRae which has been copied 
by the East is the Hotsy-Totsy. It 
is made in three variations of the 
design and in three combinations of 
materials. 

“The shoes are fashioned in all 
shades of rose kid, and in a com- 
bination of Marsalle and Sauterne, 
and also in black patent and real 
cobra. 

“Black shoes are always a correct 
combination with any costume, Mr. 


San Antonio Steals New York’s Style Stuff 
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This illustration ran siz col- 
umns wide in a San Antonio 
newspaper 








McRae _ announced. Ebony suéde 
shoes with patent piping, or with 
heel and narrow graceful trim of 
black pin-seal or reptile skin, are 
smart shoe choices for this fall. 
“The laced or oxford type of shoe 
is a favorite this season. Shoes 
with ties number two to one for all 
daytime and sport-time wear. For 
evening and formal wear the one- 
strap or buckle styles are good. The 
opera pump shows the spiked heel.” 


P. J. Flaherty Is Dead 


Boston.—P. J. Flaherty, retail 
shoe salesman at Shepard’s shoe de- 
partment, died recently at a hospital 
here, after a three weeks’ illness fol- 
lowing an operation. Mr. Flaherty 
was 52 years of age. He had form- 
erly sold shoes at R. H. White Co.’s 
and prior to that for Shannahan of 
Framingham. In his earlier years, 
he learned shoemaking in one of the 
Natick factories. He was buried 
from his old home at Hopkinton, 
Mass. A delegation from the Shep- 
ard shoe department attended the 
funeral. 


Braunstein Opens Store 

New YorK—Morris Braunstein, 
formerly of Jack’s Shoe Shop, Ninth 
Avenue, New York, has opened a 
new store at 1895 Third Avenue 
under the title of Ray’s Shoe Shop. 


Schoenberger Succeeds 
Kaplan 


New YorK—Max Schoenberger 
has succeeded Nathan Kaplan, 1426 


Third Avenue, New York. Mr. 
r was formerly with his 
brother, L. S. Schoenberger, of 










Right and Left Ballets—In Stock 
— e—7 to 11—81.35 
Ladies ein to 7—81.40 
Bench-Made 
Child’e—7 to 11—81.20 
Misses’ and Ladies’—11% to 7—81.25 
MANHATTAN FINDING CO. 
145 West Broadway 


Misses’ and 


New York 








IN STOCK 
BLACK BALLET SLIPPERS 


Ladies’ 
$1.25 pr. 
Misses’ 
$1.20 pr. 
Childs’ 
$1.15 pr. 


BLOG 
147 Deas Bt es Yon it. Y. 








IN STOCK—Biack and White 
kid, 


THE DAVID SHOK MFG. CO. 
129-1385 W. Central Parkway, Cincinnati 
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DO YOU NEED 


Women’s Novelty Footwear? 
Jobs, cleanouts and $3 to $5 regular 
sellers. 

Send for samples now! 


SAMUEL COHEN SHOE CO. 
72-82 Lincein 8t. Boston, M 























Latest Styles at 
Popular Prices 
in Stock  .- 











ST.~NEW YORK CITY 






































Newest Importations 
Cut Steel and Rhinestone 


SHOE ORNAMENTS‘ 
neh Eiesls 




















“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CoO. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 

































DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 
122-124 Duane St. 
New York City 
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A CORRECTION 


In our issue of Oct. 2 it was 
erroneously reported that L 
Miller & Sons, Inc., were open- 
ing a new retail shoe store in 
Cleveland. The fact is that 
the new Cleveland shop is be- 
ing opened by Goetz-Mittle- 
man, who will carry the Mil- 
ler line as a part of their 
stock. 

The policy of I. Miller & 
Sons is to promote dealer de- 
velopment in cities other than 
New York and Chicago, and 
they have no intention of 
opening their own stores in 
other cities. 




















P. K. Wheeler Killed 


MILWAUKERE.—Philip K. Wheeler, 
65, of Plymouth, Wis., for thirty- 
five years a salesman for the F. 
Mayer Shoe Co. of Milwaukee in 
southern and central Wisconsin, was 
instantly killed at Chilton, Wis., on 
Oct. 1 when he was struck by an 
automobile. Mr. Wheeler was on his 
way north for a fishing trip. He 
saw a friend of his on the street 
at Chilton and stopped the car. He 
stepped from the rear of it to cross 
the street and was struck. Mr. 
Wheeler was one of the best known 
representatives of a shoe company 
in this section. He joined the Mayer 
company in 1883 and was with it 
until 1915, when he retired to his 
home in Plymouth. He is survived 
by two sons, George and Ford. Mr. 
Wheeler was a thirty-second degree 
Mason and a member of the Shrine 
and Knights Templar. 


Brown Shoe Company Shows 
Gain in September 

St. Louis—Brown Shoe Co. an- 

nounced that shipments in Septem- 

ber showed an increase over the 

same figures of a year ago. The 

amount was $104,000. Shipments 


for September in 1925 were $3,- 


500,000. 


Ball Players Get Shoes 


St. Louis—Nunn-Bush Shoe Store 
of 706 Olive Street in a good size 
advertisement announced on Tues- 
day that they would give to each 
member of the St. Louis Car- 
dinal baseball team a pair of Nunn- 
Bush shoes. Further explanation in 
the ad stated the offer was made be- 
cause of civic pride which members 
of the firm had in their city. 


t 





October 16, 1926 








Eaton Co. Turning Out 
New Product 


BrocKToN—The Charles A. Eaton 
Co. has started a new industry here, 
the manufacture of a patented “leg- 
ette” or fancy gaiter made up either 
in kid of varying colors, fancy felt 
or other material, advance showings 
of which at the Brockton fair last 
week created a mild sensation among 
the women, for whom it has been de- 
veloped. A large section of the 
Eaton factory now is being set aside 
for manufacture of the new product, 
output of which already has begun. 


Ernest A. Gray, formerly of this 
city, and associated with the C. A. 
Eaton Co. through its Augusta, 
Me., factory, is the inventor of the 
leg-ette, which is being made up in 
varying sizes up to 15 inches high. 
The leg-ettes were worn for the 
first time at the Brockton fair style 
show by Miss Emily Delorey. 

Already many trial orders have 
been received by the Brockton con- 
cern, The leg-ette is made of kid 
or felt, lined with light all-wool felt, 
and is close-fitting and attractive. 
It is being made in a variety of 
colors to harmonize with milady’s 
gowns or suits, and is designed par- 
ticularly to guard against cold and 
stormy weather. Special protection 
against snow and rain is given 
where the lower part of the leg-ette 
or fancy gaiter covers the instep of 
the woman’s shoe. An adjustable 
snap-button to keep the gaiter down 
over the shoe is a feature. Another 
feature is a flexible lacing whose 
loops stretch across to small hooks, 
assuring a snug fit. 


Although officials cannot at pres- 
ent determine the possibilities of the 
new product, they assert that the 
establishment of the new industry 
will mean employment for many 
persons for the present and un- 
doubtedly will be a big boost for the 
Shoe City. 
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vings 
tenes The opening of the Stacy- 
nde. Adams In-Stock depart- 
~ ment of men’s custom 
side grade footwear has proven 
luct, ; its usefulness by the hearty 
at Russi posed cores enthusiasm of the response 
° t * 
this wwii Iron Sole, Rubber Hele” it has evoked. New as well 
Bs AMAAA/AAA8 to 12 as old customers availed 
‘the aA AAM/A-—T to 12 themselves of this new ser- 
) in B/D,’ and C/—@ to 13 vice. Particularly gratify- 
igh. ing was the promptness and 
the volume of this response 
yle from smaller cities and 
towns. 
ave 
on- Write for catalog show- 
kid ing our other In-Stock 
alt, models. 
ve. 
of 
y's DELMAR 
ir- Style No, 021 
Golden Brown Kid Bal 
nd 12 Iron Sole, Rubber Heels 
on Style 019—Same in Black Kid Blucher 
Sizes : 

“ MADISON COMBINATION AAAAA/AAA—8 to 12 

Style No. 0014 AAAA/AA—T% to 12 
of Golden Brown Kid low Blucher AAAla-% So 18 
le en a A/C, B/D, and 0/B—5 to 12 
t bag on oon 
, AA aso a 
e A/C, B/D, and on 3s to 12 Gotten oe gg Oxtord 


Style 0020—Same in Black Kid low Bilucher 
Sizes as Delmar No. 021 


MADISON COMBINATION 
Style No, 0012 
Black Kid low Blucher 
11 Iron Rubber Heels 
Sizes as Madison No. 0014 
MADISON COMBINATION 
Style No. 013 
Golden Brown Kid Blucher 
12 Iron Sole, Rubber Heels 
Sizes as Madison No. 0014 
MADISON 


Style No. 011 
Black Kid Blucher 
12 Iron Rubber Heels 
Sizes as No. 0014 





CALVIN COMBINATION 


Style No. 027 
Golden Brown Kid Bal 


12 Iron Sole, Rubber Heels 
Style 026—Same in Black Kid Bal 





Sizes : 

A AAA—8 to 12 
AA—T¥% to 12 
A—T to 12 


to 12 
A/C, B/D, and O/E—5 to 12 


STACY-ADAMS COMPANY 


Makers of Men’s Fine Shoes Exclusively for 51 Years 
BROCKTON, MASS. 
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LENOX WELT tongue and saddle. 


PATENT COLT BLUCHER 4549 8% to 11 Broad Toe.......... $2.05 pe = ~~ oe ze Pre 
MOOS- B:t0 6a. wks: ec as ¢eucee $1.35 $5549 11% to 2 Broad Toe.......... 2.25 2323 Pat Colt Dull Top Button, 2 
Re Bb Bid ines os cos oc teers 1.60 6549 2% to 6 broad toe .......... ee eee OY es Ot hy 1.26 
GBSR OM. OD Bhiais csaec casts teevce 1.90 7549 2% to 6 medium toe ........ 2.65 3323 reo Colt Dull Top Button, 4 
SORE 1056 GO Birches ce cei 2.25 BS a cette 1.50 


Same in 
Same in tan at same prices. liza 


SAMPLES SENT AT OUR EXPENSE 


A NEW ARCH SUPPORT 
SHOE FOR WOMEN 
PATENT LEATHER AND 
BLACK KID. 3 STRAP 
WIDE ANKLE, $2.75 


WEIME 


Sole 


IN STOCK NOW 


LENOX McKAY 
Tan Calf three eyelet tie, tan lizard 


atent leather with black 
tongue and saddle. 


MERRITT-ELLIOTT & CO., 132 DUANE ST., NEW YORK CITY 


LENOX TURNS 


=yee of a Big Stock In All 
Lanmuade 


R, WRIGHT & WATKIN CO. 


39 S. Second St., Philadelphia, Pa. 
FACTORY: ANNVILLE, PA. 


Distributors for New York City and Vicinity 








GRIP 











The Only Buckle 


for Ladies’ Oxfords! 


Enhances the beauty of 
the shoe and is practical 
because it fastens and 
conceals the laces. Car- 





oe LACES 








ried in many different 
designs and finishes. 





HOW IT WORKS: 
en cover and slip laces 





Tassel Ends 
No. 103 5/16 inch Tubular 
No. 107 % inch Wide Flat 
Doz. Pr. 
“Sears eae $1.05 
| ee Re ee 1.20 
Oe Oe aga curse 1.25 
Ten Different Plaid Color Combinations like Cut. Also Solid 
Colors to Match the Shoe. Write for Color Chart. 
Rhinestone Buckles, Clasps, Cut Steel Buckles, Pump 
Straps, etc. 
LINCOLN STORE SUPPLIES eas f ANY 
1508 Washington Ave. ST. LOUIS, MO. 


Leaders in Novelty Findings 








in slot; gather laces under 














cover and close. 























Descriptive Folders and 
Samples on Request 


Ask Your Jobber 


MADE BY 


AMBECOR 


CORP. 
321 Broadway 


New York City 




















Type Rh” 
Buckle 














SRAAAAAARAAALALAALLAS 


FRACE MARK REG. VU. Bs. PAT. OFFICE 


Send for catalog of 
Play Footwear 
for Children and 
Grown-Ups Carried 
In-Stock 


moccasins, expertly made, of best 


quality, susterhalse’ far aogresialaee custom. 
Hollistcn, Mass. 


BERKSHIRE Corporation 


Pace Coast Office, 2015 Shattuck Ave., Berkeley, Oat. 
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TELL-U-HOW 





one of the best and most effective 
appeals—the equivalent of a recom- 
mendation. Such a friendly citizen 
ought to be paid for his good ser- 
vice, and will need to be approached 
very diplomatically in order to se- 
cure his cooperation. If you are at 
all interested in this idea, we shall 
be glad to write you in much more 
detail about it, 


OU may find it desirable to in- 

troduce some special . features 
into your merchandising in order to 
attract people to your store in good 
numbers. It would be well for you to 
consider the plan of offering certain 
specific footwear at specially close 
prices as specials for one or two 
days a week. If you think there is 
a chance to build up a good end-of- 
the-week business, such special of- 
ferings might be made for Friday 
and Safurday. They should be in 
the popular moderate-price grades. 
You might pick out a tan and a 
black oxford for men, as the specials 
in your men’s department. You 
might choose a slipper, patent 
leather for instance, or a tan oxford 
or black oxford, or both, as specials 
for your women’s department. Don’t 
make the variety too great, but have 
enough to make a satisfactory ap- 
peal for trade. If you pay about 
$4.75 for a man’s oxford, and would 
ordinarily sell it for about $7.50, 
mark it at the special price of $6.85. 
A good idea is to figure the special 
price on the basis of a markup of 
about 30 per cent. That lets you out 
all right without any actual loss and 
represents a distinct saving to pros- 
pective customers. 


N carrying out this idea, specify 
the period during which these 
special prices shall prevail, and stick 
to your plan. If it is te apply to 
two days, Friday and Saturday, the 
special prices should go into effact 
when the store opens on Friday 
morning and the merchandise should 
be withdrawn from sale entirely 
when the store closes on Saturday 
night, and should not go on sale 
again until the following Friday 
morning when the store opens. 
Another way in which you can at- 
tract trade is to make a special of- 
fering occasionally, say once in six 
or eight weeks during the first sea- 
son, using for - 


sea 
this purpose 
ticularly good and pelea d 


[CONTINUED FROM PAGE 53] 


current style, just one number. This 
would be marked at a price based on 
a markup of some 28 or 30 per cent. 
It should have enough advertising 
to put it across. The advertise- 
ment should not suggest a cut in 
price, but should very forcibly pre- 
sent the goods as specially marked 
at a very close price for the purpose 
of attracting attention to the quality 
merchandise in the men’s depart- 
ment. This price could be kept on 
the special number and the sale 
could continue until sizes become 
considerably broken and then the 
balance of the lot could be included 
in a special section and sold out. 
gradually during the balance of the 
season or sold at the clearance sale 
at the end of the season. 













FROM CLERK TO 
CAPITALIST 


SALEM, Mass.—William T. 
Grant resigned as clerk in the 
shoe department of Almy, 
Bigelow & Washburn twenty 
years ago. The first of this 
month he returned to Salem to 
open the thirty-ninth store of 

the chain of the William T. 
Grant Co. Sales of his shoes 
began with $99,000 a year and 
are now running at the rate of 
the rate of $35,000,000 a year. 














It is a good idea to make the ho- 
siery section contribute to the drive 


for business in your new store. 
Stockings should be given a promi- 
nent*place in your store plans. Two 
or three times during the first sea- 
son it might be a good idea to buy 
perhaps a case of stockings intended 
for special use. in advertising your 
new store and its merchandise. 
Such a stocking should be a woman’s 
stocking, and the assortment should 
desired fashionable 
shades. You may figure that your 
community wants a stocking in the 









the sale and the special price the 
fact that you are putting this mer- 
chandise on sale to advertise your 
new store and the new hosiery in 
your stocking department. 


N conclusion, there is this which 

ought to be said: The best way in 
which you can attract people to your 
store is to give them a wonderfuily 
superior service. See that they get 
a service more than they had 
thought of receiving. Emphasize 
genuine courtesy in every transac- 
tion. Offer only first quality mer- 
chandise. Fit shoes with the ut- 
most care. See that promised 
delivery of packages is always made 
on time. Slip a pair of extra laces 
in the package when you are wrap- 
ping it, so that when it is opened at 
home the customer will find in it the 
shoes that were purchased and also 
something which was not purchased, 
Try the same stunt with a box or ° 
bottle of shoe dressing, with new 
customers; the plan will attract at- 
tention and favorable comment. In 
this latter case; do it with a word 
of explanation—that you believe the 
findings department has a steck in 
which the customer may be inter- 
ested, when in need of any of the 
small footwear accessories and con- 
veniences, and that the enclosed 
bottle is in the package for the pur- 
pose of introducing this department 
and one of its best items of mer- 
chandise. 


F you have what the people want 
—quality, variety, at the desired 


interest and courtesy and service. 
Convince the public of this. 
way to the development of a success- 
ful shoe business will then be open 
to you. 

If you have any specific questions, 
be sure to consult this department 
again. : 





has been as new man- 
ager of the Dr. Kahler shoe shop 
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While They Last—$2.00 Net 
Sensational Values 
in Men’s Nailed Work Shoes 


Packed 12 pairs to 
a case, in follow- 


F.0.B. Boston 


Dry Welt jg, Sport Sole 
Black Elk. Tan Re-Tan. 


Also a Goodyear Welt Mocc. with dry welting extending 
around heel. Heavy double leather and Uskide sole. 
Black or Tan. Underpriced at $2.85. 


For immediate shipment 


J. A. KEMLER 


“Always underpriced” 
108 Lincoln St., Boston 





IMPORTED ENGLISH 


FIELD BOOTS 


IN STOCK 


The hunting season is here 
and there is a_ profitable 
market for this fine boot. 


It is British made. Full 
leather lined with stout first 
quality double sole and are 
easy fitting and of distin- 
guished style. 


No. B-2780 
$13.00 Per Pair 


COLT CROMWELL 
Co., INC. 
596 BROADWAY 











Officially adopted 
by the Interna- 
tional Association 
of Masters of 
Dancing. Made by 

en 


master 
of the finest ma- 


superb fittin 
qualities om | 
strictl bench 











IN A LEATHERS—$8.00 
PER DOZEN PAIRS. ALSO IN PLAIN PATTERNS AT 
LOWER PRICES. 


» Harrar & Chamberlin 
43 N. THIRD STREET 


PHILADELPHIA, PENNA. 





“Greeley’s Boudoirs”—you hear it all 
through the trade as the standard for 
pretty boudoir models. Always beauti- 
ul—always good heel to toe—and 
readily obtained from stock. 

Can we send you sample and. prices? 








NO. 600 BLACK KID 


MADE ON RIGHT AND LEFT LASTS 
Woman's 21% to 8 $1.45 
Misses’ 114% to 2 1.40 
Child’s 6 to 11 1.35 
WHITE KID 30c EXTRA 


IN STOCK 
Write for 


St 





October 16, 1926 
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CHICAGO, ILL.—Joseph D. Warsawsky 
(6338 S. Halsted St. and 6355 S. Hal- 
sted St.) shoes, closed out store at 6355 
S. Halsted street. 

Cicero, Inu.—Thomas Zboril (5233 
W. 25th St.) shoes, reported sold out 
to Walker & Fabre. 

Lapp, ILtt.—Guisto Ballerini, shoes, 
and repairing, removed to Ottawa, II. 

LAWRENCEVILLE, ItL.— Charles F. 
Breen (West Side Clothing Co.) shoes, 
etc., reported sold out to M. B. Fucht- 
man. 

INDIANOLA, IND.—Glen Stire (Stire’s 
Good Clothes Shop) shoes, etc., re- 
ported closing out. 

Boston.—Richard D. Canty Co., 
shoes, etc., incorporated with author- 
ized capital of $25,000. ' 

Hayman Short (213 Hanover St.), 
shoes, succeeded by Benjamin Cohen. 

HAVERHILL, Mass.— Colonial Shoe 
stock Co., leather, incorporated with 
authorized capital of $35,000. 

Herald Shoe Co., shoe manufacturers, 
incorporated with authorized capital of 
$10,000. 

Oriental Slipper Co., manufacturers, 
name changed to Oriental Shoe Co. 

Detroit, Mico. — Max Green 
(“Green’s Haberdashery’) (6350 Four- 
teenth St.), shoes, succeeded by Sing- 
er’s Haberdashery. 

Jos. A. Quinn Co. (4130 Woodward 
Ave.), shoes, discontinued business. 

DULUTH, MINN.—Wieland Shoe Co., 
Inc. (222 W. First St.), shoes, sold out 
to Smith Co., Inc. 

BROOKLYN, N. Y.—Ferber Shoe Co., 
shoe manufacturers, incorporated with 
authorized capital of $20,000. 

New York Crry.—Paul Chappell, 
shoe manufacturers, incorporated with 
authorized capital of $50,000. 

Anthony De Sale (2337 First Ave.), 
shoes, remo to Jamaica, L. I. 

Rothman Shoe Mfg. Co., shoe manu- 
facturers, incorporated with authorized 
capital of $50,000. 

Waldorf Shoes, Inc. (36 W. 116th 
Street), shoes, reported sold out to Jos. 
Feldman. 

MUSKOGEE, OKLA.—Sobol Clo. Co., 
shoes, ete., reported increased capital 
from $25,000 to $100,000. 

SaBINA, OHI0.—L. Goodman, shoes, 
reported sold out. 

YOUNGSTOWN, OHI0O.—Edward J. Mc- 
Hugh (Guarantee Shoe Co.), shoes, 
repo selling or sold out. 

HILADELP Pa.—F rankel & Green 
(7 §S. Eighth St.), shoes, reported 
selling or sold out. 

PITTSBURGH, Pa.—Brunetti & Manelli, 
shoes, ete., dissolved partnership—suc- 
ceeded by P. Manelli. 

CHIPPEWA FALLS, WIs.—Muson Prod- 
ucts Co., wholesale and retail shoes, in- 
corporated. 

MILWAUKEE, WIs.—Cinderella Boot 
Shop, shoes, incorporated. 


Business Reverses 
TULARE, CAL.—Murray Simon, shoes, 
rted tioned into oer warm ong 
von, Con. Morris Rosen (also 
ra 
inte shoes, pM reported petitioned 
into bankruptey = Wolf Yellin 


CHANGES IN BUSINESS 





(Windsor St.), shoes, reported peti- 
tioned into bankruptcy. 

Assury Park, N. J.—F. L. Cash- 
man, shoes, reported offering to com- 
promise at 40 per cent. 


PLAINFIELD, N. J.—Samuel Lerman 
(Lerman’s Shoe Store) (174 N. Front 
St.), shoes, reported petitioned into 


bankruptcy. 
GreaT Fauis, Mont.—Great Falls 
Shoe Hospital (Thomas Grosseschi, 


Prop.), shoes and repairing, reported 
petitioned into bankruptcy. 

GaLLup, N. M.—J. M. Jacobson (New 
York Store), shoes, etc., reported peti- 
tioned into bankruptcy. 

New York Crry.—Joseph Fruchtman 
(69 First Ave.), shoes, reported re- 
ceiver appointed. . 

Melrah Shoe Corp. (2584 Eighth 
Ave.), shoes, reported petitioned into 
bankruptcy. 

Hannah Berman (92 Ave. C), shoes, 
reported meeting of creditors was 
scheduled for Oct. 7, last. 

SAUGERTIES, N. Y.—Samuel Wetzler 
(Boston Chain Shoe Store), shoes, re- 
ported meeting of creditors was sched- 
uled. 

LorRAIN, OnI0.—John Palaggi (2835 
Vine gor shoes, etc., reported peti- 
tioned bankruptcy. 

AmpBrRIpGE, Pa—Parks Shoe Co., 
shoes, reported petitioned into bank- 


ruptcy. s 
PHILADELPHIA, Pa.—Hugh Cunning- 
ham (1627 Chestnut St.), shoes, re- 


ported assigned. 

B Trexas.—Hallem Rahal 
(George’s Style Shop), shoes, etc., re- 
po petitioned into bankru » 


RicHMOND, Va.—Willard & Parkin- 
son, shoes, reported petitioned into 
bankruptcy. 

CHEHALIS, WAsH.—George F. Peter- 
son, shoes, etc., rted assigned. 

HuNTINGTON, W. Va.—W. L. Allen, 
shoes, ete., reported petitioned into 
bankruptcy. 


New Shoe Stores 


' Harris Bros., Hoffman Bidg., Lenoir, 
N. C t. 


. (shoe departmen 
Walter Hunter (Ltd. ‘ Sask. 
Fred J. Quinn (“O o. Store”), 
213 Broadway, Paducah, Ky. (shoe de- 


partment.) 
Ross Shoe Stores, Hyde Park Dist., 


Boston. 
Moolick & Fletcher, Norfolk, Neb. 


ty 
le 
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‘E 
iP 
i 


| t 






BOOT AND SHOE RECORDER 97 


the building recently vacated by the 
Tuvie Booterie. Mr. Harrison 
started out with a sales force of five 
men. Of course, there is a hosiery 
counter with a young lady in charge. 


Jackson Back in Omaha 


MINNEAPOLIS.—A. L. Jackson, 
manager of the Tuvie Booterie, 
which was sold out to the Sorenson 
Shoe Co. at St. Paul, and before that 
for six years manager of the Napier 
Booterie, has returned to Omaha, 
where he is connected with one of 
the big shoe houses. 


Carson’s Latest New York 
Store 


New YorK.—On October 14, a 
new women’s shoe store under the 
name of Carson’s opened for busi- 
ness at 53 West Forty-second 
Street, in the new Fleischmann 
Building. When several buildings 
further along the street were torn 
down this summer, the I. Miller and 
Winkleman stores were forced to va- 
cate their locations. 


Regal Store Adds Women’s 
Department 


SAN FRancisco—The Regal shoe 
store at 807 Market Street, which 
opened more than a year ago as an 
exclusive men’s store, has added a 
women’s department. Since the 
closing of the older store there has 
been no Regal women’s department 
in San Francisco. 


Hutcheson to Sell Women’s 
Shoes 


St. Louis—The Hutcheson Shoe 
Co. of 712 Olive Street, for many 
years an exclusive men’s shoe store, 
has opened a women’s department 
which will specialize in Stetson’s 
shoes exclusively. 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACB 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7c per word. Minimum Charge $1.25 
Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Game, Benen es 
on Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 





When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address, 

each word of their address must be counted in the ad- 
poe alge reds for accordingly. 

















SALESMEN WANTED 





SALESMEN WANTED 


POSITION WANTED 








Salesman Wanted 


High grade shoe salesman wanted 
for Greater New York City, Phila- 
delphia, New Jersey, Delaware, 
Maryland and District of Colum- 
bia. If you have not sold shoes 
successfully in the above territory 
do not apply. If you have been 
a volume producer as well as a 
money maker and want to connect 
with a live wire organization you 
must give us full details of sales 
record in your first letter in order 
to have application considered. 
While we carry a big stock of 
goods on the floor a large percen- 
tage of shoes we sell are made up 
on special order for the big city 
trade. 


Thomson-Crooker Shoe Co. 
18 Station St., 
Boston, Massachusetts 








Following Territories 
Open :— 
MINNESOTA 


W. VIRGINIA ., 


MILWAUKEE MADRE, popular price young 
wen’s line—floor stock carried. One grip 
comprises line. No objection to non-con- 
flicting side-line. 


Address C-404, care Boot and 
Shoe Recorder, 207 South Street, 
Boston, Mass. 











Desiring Larger Opportunity 
where results bring advancement, hy A and 
manager of ladies’ and children’s ‘shoe de: part- 
ment for twenty years seeks position. Refer- 
ences as to ability and honesty furnished. 
Services available without much delay. 
Address C-382, care Boot and Shoe 
Recorder, 239 W. 39th St., 9th Floor, 
New York, N. Y. 





BUYER of men’s shoes capable of managing 
several stores. This man is a conscientious 
worker with a pleasing personality. Best refer- 
ences. Address C-395, care Boot & Shoe Re- 
corder, 239 W. 39th St., 9th Floor, New York, 
N. Y. 





OSITION WANTED—Executive department 

and chain store experience, competent as 
buyer. Manager for one or more stores. At 
present employed as Manager; want to make 
a change with a reliable concern. New York 
or Pennsylvania State considered. Fourteen 
years’ experience. Address C-396, care Boot 
& Shoe Recorder, 207 South St., Boston, Mass. 


HO NEEDS ME?—I can increase your 

sales on Children’s Shoes by styling them 
correctly and adding details in shoemaking that 
is being overlooked by a great many Children’s 
Shoe Manufacturers. I am a thorough s 
man, open for a proposition to style and sell a 
children’s line and with a personal interview 
can convince you that I know my business. 
Would like to hear from some live concern. 
Address €-400, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


SITION WANTED—Attention Shoe Store 

Owner—Are you satisfied with the results 
from your shoe department? I am open for 
position as buyer or assistant. Nine years’ ex- 
perience. I know shoes and can sell them. Ad- 
dress C-402, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 














SALESMAN WESTERN 
PENNSYLVANIA 


A manufacturer of a line of 
Branded Welt Shoes specializing 
in Stylish Stouts with an estab- 
lished trade in Western Pennsyl- 
vania, desires the services of a 
salesman to carry the line in con- 
nection with another line which 
he may be handling at present. A 
commission of 6% will be = paid. 
Address C-408, cere of Boot and 
Shoe Recorder, 207 South St., Bos- 
ton, Mass. 











ANTED—A resentative for Pennsylvania 
WA sell a line of meu ’s fine shoes i 








WANTED—Wide awake salesmen with estab- 
lished trade to sell our line of Infants’, 

Children’s and Misses’ Turns and Stitchdowns 

in Indiana, Ohio, Iowa, Kansas, Ar 

Texas, Oklahoma and California on 7 per cent 

commission oe Give full information as to 
rience in your first letter. THE REHR 
OE CO., Orwigsburg, Pa. 














WANT SALESMEN FOR BEAUTI- 
FUL LINE, FAST aa rane 
INFANTS’ FLEXIBLE TURN 


To carry as side line on straight pe Bt 


basis. 24 numbers—all in stock. No un- 
packing. Instant display on opening case. 
Ohoice territories. References, first letter. 
SCHUYLKILL SHOE CO. 
Orwigsburg, Penna. 











HELP WANTED 





igen ge WANTED for retail store of 
men’s One who: has had similar 
experience, or yng Se salesman desiring to 
settle in in sg Be York City considered. Interest- 
ements. Write confidentially 

ge - C7 care Boot and Shoe Re- 
corder, 207 South St. Boston, Mass. 





SALESMAN Wanted to sell Women’s Turn 

Shoes to the volume buyers. Address C-399, 
care Boot & Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


OPPORTUNITY FOR LIVE WIRE SALES- 
MEN to sell on commission basis, a well 
known line of men’s house slippers, ladies’ 
boudoirs, one straps, ballets and traveling slip- 
pers from stock. ‘Can be carried with non-con- 
flicting line. Reference es in first letter. 
Territory available: City salesmen for New Or- 
leans, St. Louis and other cities. States ee: 
North and South Carolina, Virginia, West Vir- 
re. Louisiana, Tennessee, Texas, Mississippi, 
ennsylvania, Michigan, Oregon, Washington, 
Oklahoma, Colorado, Arkansas, Illinois and In- 
diana. THE DAVID SHOE MFG. CO., 129 
W. Central Parkway, Cincinnati, Ohio. 


A PHILADELPHIA _full-fashioned hosiery 
mill making an exclusive product has open- 
ings for first class salesmen, commission only, 
selling retail trade. Territories New York City, 
South, Chicago and West of Mississippi. Ad- 
dress E-19, Pp o's Box 3470, Philadelphia, Pa. 


SALESMEN—We have splendid side line for 
travelers. ay dress goods. Small 
samples. F. R. DOUGHERTY 1 2 CO., INC., 
217 Chestnut St., Philadelphia, Pa. 














WANTED—Retail Shoe Salesman in good 
town, Central Wisconsin. Address C-391, 
care Boot and Shoe Recorder, 207 South St. 
Boston, Mass. é 


RESIDENT Chicago salesman, also one for 
coast to carry our line of infants’, misses’ 
and girls’ Turns and Welts. LIUS oF vepige 
SCHUL, 117 Grattan St., B ee 5 


WANTED—A representative fer Missouri, 
Kansas and Oklahoma; also one for the 
large cities in Ohio, Michigan, and Indiana; 
one for Wi Mi ta, North and 
South Dakota; for the large retail trade for 
the most popular line of better grades of Boys’, 
Youths’, and Gents’ Goodyear Welt Shoes. 
Staple lines carried in stock. Commissicn 
basis. Give experience and references. Ad- 
dress C-387, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


WANTED—Sales Manager to handle fifteen 
men selling line of Calf Skin Welts at 
$3.50 less 5 per cent. New factory located 
Middle West. Must be willing to grow with 
the business. Address C-401, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 


STORE MANAGER WANTED—A man who 
has saved at least $2,000 and who has been 
employed as clerk but wants own business. 
Small railroad town with great possibilities in 
good shoes. Such a man can take up to half 
interest in store which is just Porc Rove established. 
Address C-403, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 
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HELP WANTED HELP WANTED 





WANTED TO PURCHASE 














Style Man and Manager for McKay Shoe Factory 

A shoe manufacturer who is desirous of opening a McKay factory wishes to engage 
a man who is thoroughly conversant with the manufacture of McKay Shoes, and who has 
acquaintance among the volume buyers throughout the country. A very attractive proposi- 
tion can be offered to a person with the above named qualifications. Please give all 
information about yourself in your first letter. 

pnp C-407, care Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 





















CASH PAID 


for shoe stores or surplus stocks of 
shoes or for other merchandise. Leases 
taken over. We will send a repre- 
sentative to investigate and make 
offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Canal 6940-6941 -6942-6943 

























A Big Man for a Big Job 


A leading house with nation-wide following and one of the fastest 
selling lines of ladies’ novelty footwear is seeking a high calibre 
man to take active charge of its selling organization with full re- 
sponsibility for distribution of output. Must be well acquainted among 
the bigger trade. A man now acting in similar capacity will have the 
preference. Give full details in first reply. 


Address C-398, c/o Boot & Shoe Recorder, 9th Floor, 239 W. 
39th Street, New York, N. Y. 






























FOR RENT FOR RENT 


FOR RENT 


Fine office and salesroom in 








heart of N.Y. City shoe trade, 


suitable for one or two lines. 


C-393, Care Boot and Shoe Recorder 
239 W. 39th St., 9th floor, N. Y., N. Y. 











ses em in largest pooriely are in 
ichmond, Virginia. xcellent corner ‘a- 
FOR SALE tion, established seventeen years. No stock to 
take over. The most beautiful shoe department 
in town. Apply DREYFUS & COMPANY. 








FOR SALE 

The machinery equipment, lasts, 
— ont — for egy on 
ng pairs men’s an ys’ 
dress and work Goodyear Welts LINE WANTED 
also heavy nailed shoes. Address 
C-385, care of Boot and Shoe Re- 
con 207 South St., Boston, ra 
ass. 























OL? established shoe store for sale in busy department and chain ame om by an ¢s- 


city thirty thousand population, twenty miles tablished sole and 

from Chicago. Small capital will handle. Ad- gt ng Sg AE = 

dress C-394, care Boot & Shoe Recorder, 189 delivery tnd” Interested obtaining ‘as- 

WV. Oe ee C-405, ‘s/o Boot & ie ra ot 
bg e ; 











FOR SALE—Up-to-date Shoe Business in 
dynamic Detroit. ‘ine location showing 
good profits. Address C-397, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 

















WANTED TO PURCHASE WANTED TO PURCHASE 



















McKAY SHOE FACTORY WANTED 
A shoe manufacturer, At preset engaged te maieae an paces ee 
v5, Rnd Ole 


outright. A factory situated near Boston will be 
state all details in your first fetes. Address 
St., ss. 


Recorder, 207 South Boston, Me 











Sell Us Your Left Over 


New Yor Export Purcnasine Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 











CASH PAID 


for entire shoe stocks or us stocks 
of shoes 


quantity. XA attention given. 
KIRSCH-BLACHER CO., Inc. 


623-624 Broadway, New York, HM. Y. 
Phone Spring 1443 











shoe stocks. We 
your surplus or slow sellers. tities 
no object. Retail or whol . Short 
term leases en off your hands. 
Wire or phone us. C dence. 
confiden Established 1890, 

MAX GLAUBERG 
week Grand neta ad York Ly 
nishing goods, etc. Dry Dock 0353 














MISCELLANEOUS 








Large Assortment 
of Genuine 
Alligator and Lizard Skins 
Brocades 


S. Aprile & Co., Inc. 
Importers 
61 West 50th St., New York City 
























WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 
933 Arch St. Philadelphia 
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MISCELLANEOUS MISCELLANEOUS MISCELLANEOUS 














eet y| (Neva Ukel Ohi] | esr se 
Most naan @ 


COMPLETE LINE. WE HAVE IT. 
GET IT. WE WILL MAKE IT offer ever made 


FOR YOU. Le any fixture 


W. E. FOLLIS ADVERTISING SERVICE 
159 N. STATE STREET CHICAGO 
F.0.B. Pittsburgh, Pa. 


Save floor space 
and make your 
store more attrac- 
tive. 


2 mediate | yaa 

















Finished in any 
color and recov- 
ered to match fix- 
tures or furniture. 
Stock always on 
Made Only of Wood hand. Shipped This Outfit Consists of the 

for all lines | anywhere, Following 
IMMEDIATE (All shoe tops adjustable) 
SHIPMENTS Prices: From $2.00 each up : eons _beteate 18” 1. 
Send for Catalog Crown Motion Picture Supplies . 
Pg teee Cuan oo we"sed Floor, Room S10 { Boats ip Set stan a>) 
stands . 


Lin cisemate, =. New York City ---»---- N. Y. 3 Double top shoe 





2] Pe amrwwwes 
o| 3aVceoocoena 
wsceooouse 


——— Complete 24 pieces 
Additional Shoe Stands 


f N \ an = 12”-18"-24"—$1.50 each. 
} dditional Oval Slabs 
ox18~-41.50 12230--$3.00 each 


Metal Shoe Fitting Stools Cohen & Nathan Company 


and Floor 1107 Fifth Avenue 
Mrrors Pittsburgh Pennsylvania 
































Milbradt 
Ladders 


made for 40 years 
by the origina] in- 
ventors. 


Made in all styles 
to suit any shelving 
condition. 


Get our price before write to THE CHICAGO 


placing your order Catalo 
Milbradt end Prices WIRE CHAIR co. 


Manufacturing Co. 621 N. La Salle Street, Chicage, Ml. 
ST. LOUIS, MO. \ fp 
. The big H-W line 

Shoe Carton of shoe store chairs 
ESTABLISHED §~— 1890 ; Li ly) / covers all seating 
7 oe needs. Investigate 

LABELS a € 3 our free seating 


SHOE CARTONS service. 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


Ne. 141 



































STi 


263- 271 LEXINGTON AVE, BRODKLYN, NY 
AMERICA’S GREATEST 
SHOE CARTON & LABEL MFCS 
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Rochester Organizes New 
Industries Bureau 


ROCHESTER, N. Y.—Rochester will 
have a New Industries Bureau. The 
plan, approved by the trustees and 
officers of the Chamber of Commerce 
and drawn up by the new industries 
committee, provides for a bureau to 
be created within the chamber and 
to be directed by it. A financing 
corporation will be organized inde- 
pendently of the bureau, but will 
work in cooperation with it. 

Before arriving at the decision to 
form a special organization to at- 
tract new industries to Rochester, 
chamber officials studied the situa- 
tion and appointed a committee sev- 
>ral months ago to visit other cities 
and note plans and methods. The 
committee visited Chicago, Louis- 
ville, Philadelphia, Grand Rapids, 
Atlanta, St. Louis, New Orleans, 
Pensacola, Baltimore and other 
ities. 


Says High Heels Necessary 
for Some Feet 


MILWAUKEE.—High-heel shoes are 
necessary for some feet, according 
to Dr. Chester C. Schneider, Mil- 
waukee orthopedic surgeon, at the 
meeting of the Wisconsin Chiropo- 
dist Society in Milwaukee last week. 
Dr. Schneider, in speaking of the 
evolution of feet, said that the 
primitive foot is flat and wide, and 
its toes are widely spread. Feet 
have evolved but are not perfect, in 
his estimation, due to the constant 
encasing of the feet in leather 


* shoes, which is changing the shape 


of the foot. He said that arches 
are now higher and the toes closer 
together. He also gave advice on 
the correct way to care for the feet. 
Dr. Arno Kruger spoke on the “X- 
Ray in Chiropody” at the conven- 
tion, and Warren Smith of Madison, 





BOOT AND SHOE RECORDER 101 


Wis., outlined the need of public 
instruction in foot care. More than 
125 chiropodists from all parts of 
the State attended the convention. 


Plan a Model Shop 


LYNN—Colella & Leighton have 
leased space in the Realty Building 
at 266 Broad Street. They plan to 
fit up a model shop. They will at- 
tempt no increase in production, but 
will endeavor to improve the quality 
and the style of each pair of shoes 
that they make. To accomplish this 
purpose, they have taken more floor 
space and will set up more machin- 
ery and equipment. In brief, they 
will put more operations into each 
pair of shoes, so as to perfect the 
detail. 


SHOOTING COLORS 


LYNN.—A method of shoot- 
ing colors on to wood heels 
has been developed here. An 


air gun does the shooting. It 
sprays colors from a bottle, 
much as an atomizer sprays 
perfumery. Only it shoots at 
a pressure of ten pounds. 





Selling 60 Per Cent Blacks 


Detroit—Black leathers are ap- 
parently coming more strongly into 
favor in men’s shoes. On a recent 
Saturday the Bostonian Store, 124 
Michigan Avenue, found their sales 
consisted of 60 per cent black ox- 
fords. Other men’s stores report 
greates activity in blacks as the sea- 
son advances, although all believe 
in making an effort to sell tans in 
order later to make a second sale of 
blacks. 





and sensible rates withal. 





a - 


Che Breakers 


ATLANTIC CITY 


Preferred—in Autumn and all seasons—by 
those who know and want the best. . 
upon the American or European plan . . . 


Health Baths, Golf Privileges, 
Dancing. Garage on premises. 
JOEL HILLMAN, President 
JULIAN A. HILLMAN, V.-President 










means of 






. either 
a solved this 





Sat v 





GROPING IN THE DARK 
es ee et ee COs See 


and often these 
ed hs pertirng problem bya nena alge 





“Flying Squadron” Idea 


Success 


Boston—About the first of June, 
1926, the Thayer McNeil Co. put 
into effect the “flying squadron” 
idea as a high-powered shoe selling 
plan. Under this plan the members 
of the first “fleet” of shoe fitters ar- 
rive at 9 a. m., take a half hour for 
lunch, and get through with their 
duties at 4 p.m. The next “fleet” 
arrives at 10 a. m., take half an hour 
for lunch, and get through work at 
5 p.m. Each salesman, with the ex- 
ception of two or three of the “old- 
timers,” whose hours are not dis- 
turbed, has his weekly turn at the 
9 a. m.-4 p. m. period as well as at 
the 10 a. m.-5 p. m. period. Under 
this arrangement, not more than two 
salesmen on the two biggest floors 
are absent during the “dinner rush.” 
So well has this plan worked that 
Floor Manager C. E. Holt of the 
first floor women’s shoe department 
states that the “flying squadron” ar- 
rangement will be continued during 
the present fall and winter. 


Costume for Saleswomen 


MINNEAPOLIS.—Mrs. C. M. Sten- 
dal, who is on the job every day in 
her husband’s store, has invented a 
costume for the lady clerks that 
makes it easy for the misses to shoot 
up the ladders when necessary to get 
stock. The costume is a sort of com- 
bination of knickers and ensemble 
skirt, both units being of black ma- 
terial. The knickers are made with 
full effect. The costume gives any 
young lady an entirely different ap- 
pearance on the ladder than if she 
were wearing the regulation modern 
gown—and yet it is neat and nifty. 
Jennie Vincent of the Stenda! sales 
force was the first to appear in Mrs. 
Stendal’s newly-invented costume. 


® publisher's ststement of chreslation 
were unreliable. 





See 



































102 


BOOT AND SHOE RECORDER 


October 16, 1926 


INDEX TO ADVERTISERS IN THIS ISSUE 





BOOTS AND SHOES 


Alden, C. H., Abington, Mass 
Ault-Williamson Co., Auburn, 


Barney’s, New York City 
Berkshire Footwear Corp., Holliston, Mass. 94 
~~ Slipper Co., Inc., Brooklyn, 

Y 


ine Shoe Co., New York City 


Brockton Co-operative Boot and Shoe Co., 
Brockton, Mass. 


Brooks Shoe Mfg. Co., Phila., Pa. 
Brown Shoe Co., St. Louis, Mo 


Churchill & Alden Co., Brockton, Mass. 
4th Cover 


Clapp, Edwin, & Son, Inc., E. Weymouth, 


Cohen, Samuel, Shoe Co., Boston 
Colt-Cromwell Co., Inc., New York City.. 96 


Commonwealth Shoe & Leather Co., Whit- 
man, Mass. 


Converse Rubber Shoe Co., Malden, Mass. . 
Craddock Terry Co., Lynchburg, Va... 
Creighton, A. M., Lynn, Mass 
Cushman-Hollis Co., Auburn, Me 


David Shoe Mfg. Co., Cincinnati, 
Duane Shoe Co., New York City 


Eaton, Charies A., Co., Brockton, Mass.. 17 
Elam, F. S., Shoe Co., Rochester, N. Y.. 92 


Florsheim Shoe Co., Chicago, Ill 
Freeman Shoe Co., Beloit, Wis 


Goodrich, B. F., Rubber Co., Akron, Ohio 
Front Cover 


Greeley, A. W., Co., Haverhill, Mass 
Gustin, M., Co., New York City 


Hebert Shoe Co., Stoneham, Mass 
Howard & Foster Co., Brockton, Mass.. 88 


Huntington Shoe & Leather Co., Hunting- 
ton, Ind. 


Jefferson Import Co., New York City.... 
Jellerson Rafter Co., Norway, Me 


Johnson, Stephens Shinkle Shoe Co., St. 
EM TE cesdne ccccdeccsccveshes 2nd Cover 


Keith, Geo. E., Co., Brockton, Mass. 
Kemler, J. A., Boston 
Kozy Komfort Shoe Mfg. Co., Milwaukee, 


Lilly, Henry, New York City 
Lyons & Company, New York City 


Manhattan Finding Co., New York City.. 92 
Menihan Co., The, Rochester, N. Y 74 
Merchants Shoe Co., Boston.............. 78 
Metropolitan Slipper Co., New York City 91 


Miller, ed & Sons, Inc., Long Island City, 
N. Y. 7 


Nettleton, A. E., Syracuse, N. Y. 
Novelty Slipper Co., New York City 


Nunn Bush & Weldon Shoe Co., Milwau- 
kee, Wis. 41 


Packard, M. A., Co., Brockton, Mass 88 


Paristyle Footwear Mfg. Co., Inc., Brook- 
lyn, N. Y¥ 90 


Powell & Campbell, New York City 92 
Reynolds, Bion F., Brockton, Mass 89 
Rice & Hutchins, Inc., Boston 42 
Richards & Brennan Co., Randolph, Mass. 88 
Saloman & Phillips, Inc., New York City 28 
Schwartz & Herder, Inc., Philadelphia, Pa. 91 
Shaft-Pierce Co., Faribault, Minn 

Smith, Wm. Sumner, Chicago, II! 

Special Shoe Co., St. Louis, Mo 

Stacy-Adams Co., Brockton, Mass 

Stetson Shoe Co., Weymouth, Mass...... 
Swan Shoe Co., Baltimore, Md 


United States Rubber Co., New York City 


Weimer, Wright & Watkin Co., Philadel- 
phia, Pa. 94 


Wohi Shoe Co., St. Louis, Mo. 1 
Woodbury Shoe Co., Beverly, Mass. 13 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Co., Phila., Pa.... 12 
American Hide & Leather Co.; Boston.... 80 


Beggs & Cobb, Boston 

Creese & Cook Co., Boston 

Diamond Kid Co., Boston 

Evans, John R., & Co., Camden, N. J.... 
Hunt-Rankin Leather Co., Boston 
Jones, F. E., Boston, Mass 

Kepner, C. D., Co., Boston 

Lawrence, A. C., Leather Co., Boston.... 


ne Yen Leather Co., Boston and New 


Quaker City Morocco Co., Phila., Pa 


Rueping, Fred, Leather Co., Fond du Lac, 
Wis. 20-2 


Seton Leather Co., New York City 
Standard Kid Co., Boston... 
Surpass Leather Co., Boston and New York 64 


t 


West Vi rbeereivlinc havc: 
eh as ee 5 


FINDINGS AND SHOE STORE SUPPLIES 


Ambecor Corp., New York City 
Aprile, 8., New York City 


Chicago Wire Chair Co., Chicago, Ill...- 
Cohen & Nathan Co., Pittsburgh, Pa 
Columbia Ribbon Co., Paterson, N. J.... 
Crown Motion Picture Supplies, New York 
City 1 


Grand Rapids Show Case Co., 
Rapids, Mich. 


Heywood-Wakefield Co., Wakefield, Mass.. 


Laing, Harrar & Chamberlain, Phila., Pa. 
Lincoln Store Supplies Co., St. Louis, Mo. 


Mazer Brothers, New York City 
Meyer, Frank C., Co., Ime., Brooklyn, 
N. Y. 1 


Milbradt Mfg. Co., St. Louis, 
Onken, Oscar, Co., Cincinnati, Ohio.... 100 
Reynolds Co., The, Providence, R. I 


Segell & Sons, Philadelphia, Pa 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 


DRESSINGS, ETC. 
NuShine Co., Reidsville, N. C 


United Fast Color Eyelet Co., Boston... .70-71 


Ug. Shoe Machinery Corp., Boston, 
M 3rd Cover, 32 


MISCELLANEOUS 


American Telephone and Telegraph Co... 66 
Atlantic Printing Co., Boston, Mass.... 


Glauberg, Max., New York City 


Hotel Breakers, Atlantic City, N. J 
Hotel Morrison, Chicago, Il 


Kalter Cerf. Co., New York City 
Kirsch-Blacher Co., New York City 


ss * a 
York 


Tolman Print, Boston, Mass..........100, 164- 














| es Hl 


‘LIES 


- 94 
- 


* 100 
. 100 


October 16, 1926 




















BOOT AND SHCE RECORDER 108 












eae. 
—$_$_$_$<—_—— 









C8124 t aes + 24 ZF 


1, 
Br 
A= 
= 


ae 





ROctrivine 
TOOA 




















Get the Experience of the World’s 
Largest Store Planning Organization 





HE successful shoe merchant today is 
giving more and more consideration to 
the importance of a properly planned store 
—taking advantage of every possible con- 
dition which might affect the sales, as well 
as the success of the business as a whole. 

We have devoted almost a quarter of a 
century to the work of correct planning of 
stores, and our architects are known as the 
leading specialists in this line. Their years 
of experience have been responsible for 
the development of this, our standardized 
shoe store service. 

They are ready and willing to work | 
with you and advise in the working out | 
of a practical: plan. They are ready to | 
undertake your problems—irrespective of | 
how complicated they may be. | 























New Way shoe shelving is made 
in both wall and center types 
with adjustable, reversible, in- 
terchangeable shelves. Display 
section has plate glass hinged 
door, and interior is fitted 
with three 10-inch adjustable 
plate glass shelves. Lower part 
of display has hinged mirror 
door adjustable to any angle. 











Our complete Shoe Mggenae gg ongenecingmtsee 
Shoe Store” will be sent free upon request 


GRAND RAPIDS SHOW CASE CO, 


World’s Largest Manufacturers of Finest Store Furniture 
Factories: 
Grand Rapids, Mich. - Portiand, Ore. -  Baltimore,Md. - New Youk, N.Y... 
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A Half- Century of 
Acknowledged Leadership 








Brea HEAD- 


QUARTERS orrers rou 
an Incomparable Service, 60 
Millions of Shoe Labels In 
Stock — 280,000 Label 
plates—4oo shades of Col- 
ored Papers and 60 presses. 





~ TOLMAN PRINT, INC. 
BROCKTON, MASS. 


BRANCH SALES OFFICES 
80 FEDERAL ST., BOSTON 


ON REQUEST we wILl GLADLY SEND SAMPLE ASSORTMENT OF LABELS 

































































